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THE OLDEN DAZE 


Yes, times have changed in the insurance 
business—and for the better. 

Just think for a moment of the old-time 
agent....Too frequently he was launched in 
the business with little or no training, his only 
preparation being the injunction to “get out 
and sell.” Too often his equipment consisted 
solely of a sketchy manual, perforated with 
inadequacies and riddled with exclusions. He 
got little cooperation from his company. And 
with this meager assistance, he set out 
resolutely to face a wary world, half of it 
totally ignorant of the purposes and principles 
of insurance and the other half downright 
suspicious. Under these circumstances, the 
achievements of the old-time agent are truly 
remarkable. 

Compare his lot with the position of the 


modern Travelers agent....With thorough 
training, either through formal courses of 
home study or in a home office school, he 
starts out with a complete program of pro- 
tection designed to suit the individual require- 
ments of his clientele. His company gives him 
concrete assistance by placing at his disposal 
competent field workers, inspectors, engineers 
and other specialists. Furthermore, his com- 
pany provides valuable, though intangible, 
aid by means of national advertising, publicity 
and other promotional activity. Thus he is 
dealing with a public that is insurance- 
conscious, receptive to his propositions, con- 
fident of his ability and of the integrity of the 
company he represents. 

So here’s to the dear, dead days (happily) 
beyond recall. 


THE TRAVELERS 


The Travelers Insurance Company 

The Travelers Indemnity Company 

The Travelers Fire Insurance Company 

The Charter Oak Fire Insurance Company 
Hartford, Connecticut 


Courses for those who will specialize in Life and Accident 


Courses for those who will specialize in Casualty Lines 
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In every state of the nation... 
































these Life Assurance Dollars 


| re AT WO R K” 


Protecting families..aiding business..making jobs 





HE assets of the Equitable Life Assurance Society of 


EQUITABLE’S ASSETS the United States are very busy dollars—busy protect- 
ARE EMPLOYED IN— ing 2,400,000 persons and their families, busy earning in- 


Public Utility Bonds $456,441 000 ames them, busy keeping — in motion and 
*Railroad Bonds : 399,215,000 American men and women at work. 

Industrial Bonds 265,330,000 
*U.S. Government Obligations 268,217,000 
+ 

Other Bonds 36,657,000 65% went to living policyholders and 35% to the bene- 


Preferred and Guaranteed siciaries of policyholders. 
Stocks .... 52,852,000 


First Mortgage Loans on 

homes, farms, and business 

properties 298,000,000 
City and farm properties ... 149,336,000 


*Including $6,583,821 on deposit with public authorities. 


These assets, these dollars at work, made possible the 
payment of $199,985,481 to policyholders and their bene- 
ficiaries during 1939. Of these payments approximately 


An Equitable policy entitles members not only to finan- 
cial benefits but to the continuing services of the Society. 
These services are available in any part of this country 
through Equitable Agents qualified by training and experi- 


ence to adapt Equitable Assurance to the individuals’ needs 








for security and protection. 


THE EQUITABLE LIFE ASSURANCE SOCIETY 
OF THE UNITED STATES 


393 SEVENTH AVENUE, NEw York, N. Y. Tuomas I. PARKINSON, President 














THE NATIONAL UNDERWRITER Life Insurance Edition. Published weekly by The National Underwriter Company. 
Office of publication, 175 W. Jackson Blvd., Chicago, Ill., U. S. Forty-fourth year. No. 14. Friday, April 5, 
1940. $3.00 per year, 15 cents per copy. Entered as second class matter, June 9, 1900, at the post office at Chi- 


cago, Ill., under Act of March 3, 1879 














XUM 


April 5, 1940 





LIFE INSURANCE EDITION 








NEW YORK LIFE 


COMPANY 


INSURANCE 


A Mutual Company, Founded on April 12, 1845 . . . 


THOMAS A. BUCKNER 
Chairman of the Board 


51 Madison Avenue, New York, N. Y. 


Incorporated under the Laws of the State of New York 


ALFRED L. AIKEN 


President 


5th Annual Statement 


A BRIEF DIGEST...DECEMBER 31, 


Paid to Policyholders and Beneficiaries in 1939 


Increase of $9,130,681 over 1938 


1939 


$210,625,618 


Total of such payments during the past ten years exceeded $2,180,000,000 


Insurance in force, Dec. 31, 1939 
Increase of $37,008,487 over Dec. 31, 1938 


New Insurance in 1939 
Increase of $4,939,100 over 1938 





Surplus Funds reserved for General Contingencies, Dec. 31, 1939 


Increase of $1,083,811 over Dec. 31, 1938 


Voluntary Investment Reserve, Dec. 31, 1939 
Increase of $5,000,000 over Dec. 31, 1938 


Total reserved for Contingencies 


Dividends payable to Policyholders in 1940 


The market value of all bonds on December 31, 1939 was 
$55,000,000 in excess of the value at which they are shown in the assets below. 


ASSETS 


Cash on Hand, or in Bank.. 

United States Government, direct, or "fully ‘guaranteed 
Bonds.... ea 701 ,727,225.08 

State, County and Municipal Bonds... cscesess.... SIG 

Canadian Bonds..... ae 81,887,383.00 

Railroad, Public Utility, Industrial and other Bonds... _... 615,596,078.35 

Preferred and Guaranteed Stocks... ia 86,064,795.00 

Real Estate Owned (Including Home Office). 

First Mortgage Loans on Real Estate (including $488,1 108.11 
foreclosed liens subject to ene 

Policy Loans... 

Interest and Rents ‘due and accrued. . 

Net Amount of Uncollected and Deferred Premiums. 

Other Assets.. ; 


$67,927,082.39 


123,135,251.65 


450,586,021.57 
329,117,047.42 
29,323,995.01 
33,148,123.99 
10,212.82 


$2,762,278,482.90 





$6,830,834,796 


$427,756,600 


$125,639 ,022 





$175,639 ,022 
$39,216,872 


LIABILITIES 


Insurance and Annuity Reserves. 


Present Value of Amounts not yet due on » Supplementary 


Contracts 


Dividends Left with the Company........... 


Other Policy Liabilities. . 


Premiums, Interest and une s Prepaid. 


Miscellaneous Liabilities. . 
Estimated Taxes 


Dividends payable to Policyholders in 1940... .. 


Voluntary Investment Reserve... 


Surplus Funds reserved for pene Cuntiagenates. 


FORALL. ....... 


.$2,245,682,435.00 


147,366,448.04 
118,930,277.31 
15,898,719.23 
11,091,117.08 
3,505,635.85 
4,947,956.39 
39,216,872.00 
50,000,000.00 
125,639,022.00 





. .$2,762,278,482.90 


Securities valued at $41,067,951.95 in the above statement are deposited with Governments, States and Trustees 


as required by law. Canadian currency Assets and Liabilities carried at par of exchange. 


A more complete report containing a list of securities 


owned by the Company will gladly be sent upon request. 


BOARD OF DIRECTORS 


THOMAS A. BUCKNER 
Chairman of the Board 
NICHOLAS MURRAY BUTLER 
President, Columbia University 
CHARLES A. CANNON 
President, Cannon Mills Company 
GEORGE B. CORTELYOU 


Former Secretary of the 
Treasury of the United States 


CORNELIUS N. BLISS bay ool Aer tty 
Retired Ralston-Purina Company 


HENRY BRUERE ROSERT E. DOWLING 
President, Bowery Savings Bank President, City I 
‘MORTIMER N. BUCKNER 
Chairman of the Board, 
The New York Trust Company 


ALFRED L. AIKEN 
President 


JAMES ROWLAND ANGELL 
National Broadcasting | 
NATHANIEL F. AYER 


Treasurer, Cabot Manufacturing Company 


ARTHUR A. BALLANTINE 
Lawyer 








és P 


JAMES G. HARBORD 
Chairman of the Board, 
Radio Corporation of America 


CHARLES D. HILLES 
New York State Resident Manager, 
Employers’ Liability Assurance Corporation 


HALE HOLDEN 
ym a Southern Pacific Company, 
etired 


HERBERT HOOVER 
Former President of the United States 


PERCY H. JOHNSTON 
Chairman of the Board. 
Chemical Bank & Trust Company 
WILLARD V. KING 
Retired Banker 
Se. H. MILLIKEN 
fave Milliken & Company 


EDWARD L. RYERSON, Jr. 
Vice-Chairman, Inland Steel Company 
Chairman, 

Joseph T. Ryerson & Son, Inc. 

HARPER SIBLEY 
Banking and Agriculture 

ALFRED E. SMITH 


President. 
Empire State, Inc. 


J. BARSTOW SMULL 


Vice-President, 
J. H. Winchester & Co., Ine. 


PERCY S. STRAUS 
President, R. H. Macy & Co., Inc. 
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Life Insurance as 
Private Institution 
Lauded by Senator 


Tydings of Maryland 
Warns Against Threat of 
Government Control 


By CHARLES D. SPENCER 


The Life Underwriters Association of 
Peoria, Ill., again proved its right to 
be considered among the top flight as- 
sociations of the country by sponsor- 
ing an enthusiastic public meeting at- 
tended by over 1,400 at which U. S. 
Senator Millard E. Tydings of Mary- 
land stressed the value of life insurance 
to the public and the desirability of con- 


tinuing life insurance as a private in- 
stitution. 
Insurance men were commended as 


an exceptionally fine body of Americans 
devoted to the progress, development 
and welfare of the community by Sena- 
tor Tydings. He said that the insur- 
ance business is one of America’s finest 
institutions. Life insurance has _ con- 
tributed immeasurably not only to the 
security but to the self-respect and 
thrift of the people. The family unit 
has been most highly developed in the 
United States and life insurance has 
played an important part in aiding the 
family in case of death of the bread 
winner. “When together there is grief 
and the specter of years of want and 
poverty, life insurance steps in like the 
Good Samaritan,” and enables the fam- 
ily to remain together and face the fu- 
ture with comparative serenitv, he de- 
clared. 


Reserves Aid Country 


In times of national emergency or 
great economic upheaval and_ disloca- 
tion, the great reserves of life insurance 
companies have aided in carrying the 
country through. In no small measure 
the preservation of the democracy can 
be attributed to life insurance. He 
pointed out that in the distribution of 
life insurance in the world where there 
are a greater number of policies in ex- 
istence there is a greater degree of 
democracy. 

In pointing out the purpose of life 
insurance, Senator Tydings cited the 
story of Joseph who urged the Egyp- 
tians to save up during the seven good 
years for the seven bad years. 

In referring to the huge sums paid 
out by life insurance companies, Sena- 
tor Tydings said that the annual pay- 
ments from this source were one of the 
biggest supports of the prosperity of 
the nation. Not only has life insur- 
ance grown during the bad years as 
well as the good but it has helped 
weaker business enterprises as well. 
Life insurance has bolstered the sta- 
bility of government when it has been 
under strain. 

(CONTINUED ON PAG 


25) 


Agents’ Compensation Plan 


Important Report Is Made by 
Committee Studying the Subject 





M. A. Linton, president Provident 
Mutual Life, and chairman agents’ com- 
pensation committee, has issued its re- 
port as a result of a meeting held in 
New York City at which 10 of the 11 
members of the committee were present. 

“7. Any solution of the problem in 
the field of agents’ compensation should 
be found within present limits of out- 
lay. In other words, the overall costs 
of any new plan should not raise the 
cost of insurance to policy-holders. The 
committee believes that public opinion 
will support this position. This neces- 
sary cost limitation operates to make 
the committee’s problem difficult and 
complicated. It would be relatively easy 
to suggest changes that would accom- 
plish apparently desirable objectives but 
which would add materially to the cost 
of insurance to policyholders. 


Two Broad Phases 


“2. The problem divides itself into 
two broad phases: The first has to do 
with methods of compensating the es- 
tablished agent so that his compensation 
shall depend appropriately upon the 
amount and persistency of the business 
he produces. Study should be made of 
the possibility of extending the compen- 
sation over a longer period than is now 
customary, followed perhaps by a pen- 
sion plan based upon an agent’s past ac- 
complishments. The second has to do 
with methods of compensating the new 
agent so that he may have at least a rea- 
sonable income during the neriod in 
which he is learning the business and 
becoming proficient in selling lite insur- 
ance. 

“3. With reference to the compensa- 
tion of the established agent several con- 
siderations arise: 

“(a) Would it be desirable for a part 
of the first commission to be deferred. 
thus enabling relatively greater and 
more stable compensation to be paid 
over the years to agents producing the 
more persistent business? Is there not 
something to be said in favor of a wider 
spread between the compensation for 
good persistency and for poor persist- 
ency? 


Leveling Off the Compensation 


“(b) Would it be desirable to rear- 
range the present usual schedule of lim- 
ited renewal commissions so that thev 
would be spread over a longer period 
and possibly provide a margin to be ap- 
plied for pension purposes? 

“(c) Since mere redistribution of the 
usual renewal commissions might not be 
adequate in itself to accomplish desired 
objectives, should consideration be given 
to the whole question of vested renewal 
commissions? If a substantial part of 
the commissions now being paid by 
many companies upon the business of 
agents who are no longer in their em- 
ploy,could be paid to the agents actively 
servicing the business, the compensation 
of the latter could be continued at a 
more satisfactory rate for a longer pe- 
riod than would otherwise be possible. 
Life insurance, it should be recalled. is 
unusual in paying compensation after 
termination of employment. In this con- 





nection, the committee is mindful of the 
problem created by nonvested renewals 
in hampering the freedom of action of 
the established agent who may desire to 
change from one company to another. 


Established Agents’ Status 


“(d) Any change in method of com- 
pensation should not be made at the 
expense of present established agents. 
If they so desire they should be per- 
mitted to continue their present form of 
contract. 

“(e) Many figures regarding the 
earnings of veteran agents are mislead- 
ing because they take into account onlv 
the earnings from the agent’s primary 
company, ignoring earnings from sur- 
plus life business placed in other com- 
panies and from miscellaneous insurance 
other than life. This fact is stated with- 
out attempting to minimize the problem 
of finding better methods of compensat- 
ing veteran agents. 

“4. With reference to the compensa- 
tion of the new agent, several considera- 
tions also arise: 

“(a) The payment of salaries which 
is now being talked about in many 
places may or may not provide a solu- 
tion of the problem of bringing the new 
man successfully through his initial 
period of service. When the plan has 
been tried it has freuently been unsuc- 
cessful. In isolated instances for periods 
not sufficiently long to justify firm con- 
clusions the salary plan seems to have 
given a good account of itself. How- 
ever, in each such instance it is impor- 
tant that all of the circumstances be 
known as it may be that special condi- 
tions are such as to render the method 
inapplicable generally. Certainly a re- 
thinking of recruiting, training and su- 
pervision is essential before a salary plan 
can be successful. 


Payment of Salaries 


“(b) There is no doubt that the pay- 
ment of salaries in wholesale fashion 
could result in the expenditure of a lot 
of money without commensurate return. 
Salaries by themselves will not solve the 
problem of the new agent’s compensa- 
tion unless we also have a considerable 
change in other factors. Therefore ex- 
perimentation must be on a moderate 
scale and under conditions most condu- 
cive to success. Emphasis must of 
course be placed upon rigid, scientific 
selection; thorough training; adequate 
supervision; and a firm resolve to elimi- 


nate within a reasonable period if cer- 
tain. minimum standards are not 
achieved. 


“(c) Many of the figures of the earn- 
ings of new men in the business are 
misleading in so far as they are intended 
to indicate the amount of money avail- 
able for current living expenses. A great 
deal of money has been advanced by 
general agents and managers against an- 
ticipated earnings of new agents and 
these advances have not appeared in the 
statistics. It is the belief of some close 
students of the problem that alleged 
failures in the system may have been 
due, not to lack of money with which 

(CONTINUED ON PAGE 25) 


Bankers Life, lowa, 
New Home Office 
Model of Efficiency 


Management Entertaining 
Various Groups to Inspect 
the Building 


By C. M. CARTWRIGHT 
DES MOINE 


Des Moines new home 
imposing 


S—The Bankers Life 
office build- 
structure in 


of 


ing is the most 





GERARD 8S. NOLLEN 
President 


its home city. It stands out in a re- 
markable way, giving evidence of solid- 
ity, quiet grandeur and artistic treat- 
ment. Inasmuch as it is located with 
unobstructed view, its appearance is im- 
pressive. It is truly symbolic of the 
institution which it houses. The Bank- 
ers Life is one of Iowa’s most conspicu- 
ous and successful institutions. The 
new building is the last word to date 
in home office structures of life com- 
panies. The management has been 
studying home office buildings, architec- 
tural drawings and interior _arrange- 
ments tor the last five or six years. 
Therefore, in this building are found the 
most modern equipment in the way of 
air-conditioning, sound-proofing, ventil- 
ation, rapid dispatch of business, econ- 
omy of operation and convenience 


Physical Culture Facilities 


Among the features that the Bankers 
Life is proud of are its recreation rooms 
and gymnasia. Its officials are not so 
much interested in supplying space for 
recreation as for keeping its employes 
fit physically, especially during the win- 
ter time. Aside from the main building 

(CONTINUED ON PAGE 24) 
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Rank by Assets, Income, Payments 


ADMITTED ASSETS 
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PREMIUM INCOME 
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1939 1938 193 














935 38 7 1939 1938 1937 pet 3 , 
“aw T Metepeliten ose ++ $5,141,986,181 1 1 1 Metropolitan ...... $ 589,524,231 1 1 1 Metropolitan | ‘ee Clit CE CG “Metropolitan i - "See rL?, 545 
2 2 2 Prudential N. J.... 4,021,745,647 2 2 2 Prudential, N. J.... 439,973,815 2 2 2 Prudential, N. J.... 646,492,405 2 2 2 Prudential, N ae Pare 865 a 545 
3 3 B BOW TOPK. 0.002086 2,762,278,483 3 3 3 New York ...-..s- 210,625,618 3 3 3 Equitable, N. Y.... 528,049 3 3 3 New York . sete pigs . 
4 4 4 Equitable, N. Y.... 2,401,891,529 4 4 4 Equitable N. Y..... 191,878,327 4 4 4 New York Life..... 255,310,439 2 4 4 Equitable, N. “"Y. ae 426,809,910 
5 5 5 Mutual Life, N. Y¥.. 1,444,467,622 5 5 5 Mutual Life, N. ¥. 121,641,762 5 5 6 John Hancock...... 165,526,004 5 5 5 Mutual Life, N. Se 220,532, 18: 
6 6 6 Northwestern Mut.. 1,292,422,815 6 6 6 Northwestern Mut.. — 100,079 6 6 5 Mutual Life, N. Y.. 144,077,389 6 7 6 Northwestern Mut.. 211,532,162 
7 7 ia, err 1,039, 202,644 7 7 7 John Hancock...... 94,972,750 7 7 7 Northwestern Mut.. 122,602,067 a 6 7 John Hancock er 209, 862,945 
& . 8 John Hancock...... 981,719,965 8 8 8 Sun Life, Can...... 89,927,72 8 8 § Sun Life, Can...... 113,988,763 8 8 § Sun Life, Can...... 170,494,715 
9 9 9 Sun Life, Can...... 912,021,015 . 9 S FRRVSIOTS 6c ceccis . Te LOL 136 9 9 8 Travelers ......... 112,852,563 9 9 © “FRAVGIGES 65 6k oscs cc 165,797,105 
10 10 10 Penn Mutual....... 736,261,835 10 20 20 Adina Elle ......020+ 62,745,205 10 10 10 Aetna Dife «2.05506 94,926,291 10 10 160 Aetma Tdfe ..ice ove 140,197,650 
11 11 11 Mutual Benefit... 713,917,673 11 11 12 Mutual Benefit..... 56,015,487 11 11 12 Mutual Benefit..... 73,716,175 11 11 11 Penn Mutual ...... 120,637,217 
2 12 12 Mass. Mutual...... 688,640,431 12 12 11 Penn Mutual....... 54,288,566 12. 12 23. Benn Biptual......00.. 71,716,522 12 12 12 Mass. Mutual . 119, 939, 1183 
3 13 13 Aetna Life ........ 670,905,658 13 13 13 Mass, Mutual....... 48,036,986 13 3 S Mass. Mutual....... 67,894,508 3 3 3 Mutual Benefit..... 119,710 738 
14 14 New England Mut. 468,860,456 14 14 14 New England Mut.. 39,074,811 14 14 14 New England Mut.. 59,087,625 14 14 14 New England Mut.. 88,689, 54 
15 15 Union Central ..... 396,772,538 15 15 15 Union Central...... 30,666,832 15 15 15 Conn. Mutual....... 44,294,816 15 16 16 Conn. Mutual...... 72,340,454 
17 17 Conn. Mutual ...... 365,498,997 16 17 #17 (Conn. Mutual...... 28,669,826 16 16 17 Union Central...... 38, 328,536 16 15 15 Union Central ..... 71,749,775 
16 16 Provident Mutual.. 363,713,420 17 16 16 Provident Mutual. 27,705,795 17 17 16 Conn. General...... 35,049,617 17 17 #17 Provident Mutual.. 58,066,6 ’ 
18 18 Canada Life.... 274,058,816 18 18 18 Canada Life. > 25,963,092 18 18 18 Provident Mutual.. 33, 847,114 18 18 18 Conn. General Peeves 54,757 358 
19 20 Conn. General...... 265,319,404 19 19 20 Conn. General...... 21,818,168 19 19 19 Western & Southern 28,972,504 19 19 20 Canada BAEO. 6:4%,0<\5 + 46,452,582 
20 21 Phoenix Mutual.... 253,357,833 20 20 21 Bankers, Iowa..... 18,289,874 20 20 20 Phoenix Mutual.... 27,433,804 20 2 19 Phoenix Mutual.... 43,721,014 
21 19 Pacific Mutual..... 240,538,975 21 22 22 National Life, Vt... 17,886,620 21 24 25 National Life & A.. 26,442,164 21 21 21 Bankers, Towa Aare 39, 963, 059 
22 22 Bankers, Iowa.. 240,079,449 22 24 23 Phoenix Mutual.... 16,910,113 22 25 24 Lincoln National... 5,049,587 22 22 23 Lincoln National... 39,305,692 
3 23 23 National Life, Vt 215,021,262 23 26 28 Manufacturers, Can, 16,822,215 28 21 21 Canada Tile... 24,930,999 23 23 22 Western & Southern 38,367,505 
24 25 25 Equitable, Iowa. 193,491,374 24 21 19 Pacific Mutual..... 16,508,284 24 32 22 Bankers, 3a. 2.0052. 24,765,870 24 24 26 Manufacturers, Can. 36,186,405 
25 24 24 State Mutual, Mass. 191,209,380 25 23 25 Western & Southern 16,468,752 25 23 238 Manufacturers .... 24,043,109 25 25 25 National Life, Vt... 35,378,700 
26 26 26 Mutual Life, Can... 187,266,716 26 27 27 Mutual Life, Can.. 15,158,934 26 26 26 National Life, Vt.. 21,708,308 2 26 24 Pacific Mutual..... $2,850,975 
27 27 27 Western & Southerr 180,895,054 27 26 24 State Mutual....... 14,203,281 27 27 27 Pacific Mutual..... 20,009,662 27 27 27 Equitable, Iowa.... 31,946,482 
28 28 29 Manufacturers, Can 177,808,634 28 29 29 Great-West, Can... 13,730,164 28 28 28 Equitable, Ia....... 19,493,231 28 28 28 State Mutual, Mass. 31,864,617 
29 29 28 Great-West, Can 167,448,590 29 28 26 General American.. 13,506,140 29 83 35 American National. 19,276,252 29 29 29 Mutual Life, Can... 
30 3 Lincoln Né« ationa 1 156,891,185 30 30 382 Confederation, Can. 13,221,066 30 29 29 State Mutual....... 18,714,964 3 32 $2 National Life & A. 
31 31 Guardian, N. 140,201,534 st. 3 30 Lincoln National... 13,127,660 3 31 33 London Life, Can.. 18,143,081 31 3 3 Great-W est, 0 
32 35 London Life, Can 1: 34, 97 0,839 82 32 31 Equitable, Iowa.... 12,431,628 32 30 30 Mutual Life, Can... 17,938,421 32 33 33 London Life, Can.. 
34 33 Confederation, Can. 33 35 35 London Life, Can... 11,427,313 83 32 32 Great-West, Can... 16,945,035 33 31 3 Guardian, N. Y.. 
35 34 Fidelity Mutual 34° 3 34 Fidelity Mutual.... pb 007,639 34 35 36 Reliance Life, Pa 16,705,733 3 35 63 Confederation, Can. 
35 33 32 General American.. 35 33 38 Guardian, N. Y..... 10,210,736 85 34 31 Guardian, N. Y. 4 16,488,820 85 87 387 Reliance, Pa. ...... 
36 36 36 Reliance, Pa....... 86 86 37 Reliance, Pa....... 10,028,748 36 36 3 Confederation, Can. 16,128,178 36 34 35 General American.. 
37 37 37 Kansas City ...... 37 42 41 Imperial, Can...... 8,775,307 37 37 37 += «Life Ins. Co. of Va. 15,395,134 37 388 40 American National. 
38 38 38 Home Life, N. Y... 98) 638) «6386 | =CKansas. CITY ...-0000% 8,738,658' 38 38 40 Fidelity Mutual.... 13,301,641 38 36 «638 «6Fidelity Mutual 
39 39 39 Life Ins. Co. of Va 39 38 38 Home Life, N. Y... 8,004,319 39 39 388 General American... 13,101,010 39 63 39 Life Ins. Co. of Va. 
40 40 41 Teachers Ins. & An 105, 022. 464 40 40 40 Life Ins. Co. of Va. 7,638,134 40 40 39 Kansas City........ 12,493,190 40 40 42 Home Life, N. Y... 
41 41 40 Imperial, Can 91,815,796 41 41 39 National Life & A. 7,620,565 41 41 41 Home Life, N. Y... 12,411,416 41 42 4% Kansas City ...4.--<:. 
42 2 42 Jefferson Standard 87,500,541 2 43 42 American National. 6,443,790 42 42 42 Jefferson Standard. 12,344,280 42 41 36 Occidental, Calif.... 
43 43 43 Acacia Mutual 86,710,54 > «644 3 Jefferson Standard. 6,352,937 3 38 46 Occidental, Cal..... 11,801,790 43 43 3 Jefferson Standard. 
44 44 44 American National 82,190,227 44 46 46 North Amer., Can.. 5,920,046 44 44 8 Acacia Mutual...... 11,007,520 44 45 44 Acacia Mutual .... 16, 883, 153 
45 45 45 Northwestern Natl 75,205,180 45 45 44 Northwestern Natl. 5,907,791 45 45 45 Northwestern Natl. 10,630,054 45 47 #46 Imperial, Can. ..... 16,216,721 
46 47 49 National Life & A 72,607,838 46 47 45 Acacia Mutual..... 5,434,438 46 47 47 Southwestern ..... 10,368,020 46 44 47 Teachers Ins. & Ann. 15,235,737 
47 46 48 Southwestern, Tex. 69,706,750 47 52 58 Occidental, Calif... 5,245,259 7 #48 44 Imperial, Can...... 10,299,446 47 48 46 Northwestern Nat.. 15,160,630 
48 50 50 Occidental, Calit 65,912,861 48 48 Berkshire ......... 5,198,67 48 46 48 Teachers Ins. & An. 10,281,236 48 46 56 Washington Nat.... 14,880,687 
49 48 47 North Amer., Can.. 65,001,883 50 49 State Life, Ind..... 4,962,937 49 56 50 Life & Casualty.... 9,056,322 49 49 48 Southwestern ...... 14,482,002 
50 49 46 Berkshire ......... 64,126,867 49 47 American United... 4,962,295 50 49 49 Monumental aus 8,645,693 50 50 49 North Amer. Can... 12,240,895 
51 52 62 Calif. West. States. 53,843,770 51 50 Calif. West. States. 4,501,883 51 50 51 North Amer., Can.. 7,669,796 51 61 GO Berkshire ......... 11,458,975 
52 651 651 State Life, Ind..... 53,564,808 - .. Washington Natl... 4,310,622 52 52 52 Calif.-West. States.. 7,326,412 52 55 57 Life & Casualty.... 10,981,402 
53 53 54 Great Southn., Tex 52,263,420 54 52 Southwestern ..... 4,233,676 538 55 56 Crown, Can........ 7,182,506 53 53 51 Calif.-West. States.. 10,738,811 
54 54 53 American United... 51,473,635 59 51 Bankers, Neb...... 4,109,136 54 53 53 Minnesota Mutual.. 6,774,152 54 59 59 Monumental ....... 9,944,130 
55 55 55 Central Life, Iowa 49,037,031 53 55 Columbian Natl.... 3,947,063 55 54 55 Great Southern..... 6,439,825 55 54 52 Minnesota Mutual.. 9,780,499 
56 57 657 Ohio National...... 48,304,296 56 56 Minnesota Mutual.. 3,820,348 56 58 57 American United... 6,354,194 Se 62 €i ‘Crown, CAR. .i«.<-- 9,597,445 
57 56 56 Columbian National 48,138,785 57 57 59 Ohio National...... 3,801,626 57 61 64 Berkehire .....cce- 6,274,413 57 57 53 Great Southern 9,341,140 
58 58 58 Minnesota Mutual.. 47,779,732 58 60 60 Mutual Trust...... 3,527,055 58 62 63 Continental Assur.. 6,009,100 58 58 55 American United... 9,327,620 
59 59 59 Mutual Trust....... 46,463,432 59 37 69 Illinois Bankers.... 3,499,501 59 59 60 Ohio National...... 5,840,181 59 65 63 Provident L. & Acc. 9,124,989 
60 60 Washington Natl... 44,716,523 60 55 54 Great Southern..... 3,456,393 60 64 62 Pan-American 5,809,668 60 61 60 Ohio National ..... 
61 61 61 Dominion Life, Can 43,615,514 61 58 53 Central Life, Iowa. $,428.870 61 61 61 Mutual Trust....... 5,662,895 61 67 66 Central Life, Ia.... 
62 62 60 Bankers, Neb...... 39,759,968 62 61 62 Pan-American 3,140,628 63 60 69 State, Ind 2. 25.0055 5,521,711 62 60 54 State, Ind. ........ 
63 63 62 Franklin Life...... 39,566,708 63 72 65 Southland, Texas... 3,025,200 63 65 81 Business Men’s..... 5,467,12 63 64 62 Mutual Trust...... 
64 64 63 Pan-American 39,408,096 64 62 63 Dominion, Can..... 3,017,897 64 63 64 Columbian Natl.... 5,415,816 64 63 64 Columbian National. 
65 65 66 Crown, Can.... 38,588,099 65 G63 Gi PWrenlttin: ..c..<s6c0 2,971,971 65 95 Washington Natl... 5,354,395 65 66 65 Pan-American ..... 
66 67 67 Columbus Mutual 34,575,322 66 64 66 Sav. Banks, Mass.. 2,922,790 66 57 58 Dominion, Can..... 5,292,253 66 56 58 Dominion, Can. .... 
67 6€ 70 Monumental ‘ . 34,238,379 67 66 T1 Crown, Can....c ccs 2,852,800 67 68 71 Home Beneficial.... 5,246,733 67 68 69 Continental Assur... 
68 68 71 Continental Assur.. 33.650, 142 68 67 7 Atiantic, Vaceciecces 2,780,237 68 67 65 Sav. Banks, Mass... 5,150,026 68 71 7 Columbus Mutual... 
69 72 75 Sav. Banks, Mass 31,822,825 68 G6 75 West Coast........<. 2,630,735 69 66 66 Central Life, Ia.... 4,969,337 69 52 68 Southland ......... 
70 «+70 2 Midland Mutual.... 31,461,857 70 78 80 Colonial Life....... 2,597,327 70 672 «667 6 [Bouthiand. 4.6.66. 4,823,843 70 69 70 Franklin Life 
71 69 69 Atlantic, Va af 31,304,448 71 76 78 Columbus Mutual... 2,593,168 7 CD $69 BRAREUG 6 civisiccvciccs 4,775,877 71 #70 72 Sav’gs Banks, Mass. 
2 68 Southland : 30,986,494 72 69 67 Presbyterian Minis. 2,555,819 ist 68 Columbus Mutual.. 4,674,868 72 73 73 Bus. Men’s Assur... 
73 #73 #74 American Mutual. 29,599,924 73 79 84 Continental Assur.. 2,426,642 73 74 73 Peoples, D. C...... 4,640,123 73 72 78 West Coast ........ 
74 74 #73 Presbyterian Minis. 29,390,073 74 73 73 Union Mutual, Me.. 2,367,037 Th 31 FO GBMMIAD) ose cs ccc aes 4,501,883 a US TF Midland Mutual 
75 75 65 Illinois Bankers 26 1913, 404 75 84 79 Midland Mutual.... 2,341,924 75 75 77 Commonwealth 4,003,648 75 @6 4 #Aslantic, Va. 0. 
76 76 76 West Coast . av. 26 76 80 87 Teachers Ins. An... 2 ,339,150 36 693 «32 Weet Const .<....5 3,931,549 76 . «+ Home Beneficial.... 
77 84 88 Life & Casualty.... 77 71 #76 American Mutual.. 2,296,194 77 78 75 Midland Mutual.... 3,859,632 a et Ca ee 
78 77 77 Volunteer State 78 75 .. Business Men’s As.. 2,241,566 48 SG DS “GIL Pie. osieccs sae 3,856,979 78 83 90 Peoples, B.C. .../.. 
79 79 81 Continental Amer 79 83 83 Security Mut., N. Y. 2,143,535 79 7 T4 Atlantic, Va.....0:.. 8,832,780 79 78 80 Guarantee Mutual.. 
80 78 7 Security Mut., N. Y 80 82 82 Volunteer State..... 2,134,181 BU BU ORO ONCE 6 iiievsisccnlasts 3,826,372 80 82 85 Continental Amer... 
81 82 84 Indianapolis Life 81 85 85 Guarantee Mutual.. 2,092,609 81 88 92 United Benefit...... 8,790,568 81 80 82 Indianapolis ....... 
82 80 80 Excelsior, Can.. 82 77 81 Monumental ....... 2,072,081 82 79 79 Home Life, Pa..... 3,760,507 82 79 79 Bankers, Neb....... 
83 83 85 Guarantee Mutual 83 86 68 Life & Casualty.. 2,067,103 83 81 82 Continental Amer.. S:726:060 8S 84 ST POE sccecesiecnsic< 
84 81 79 Union Mutual, Me 84 74 57 Excelsior, Can..... 2,049,434 84 76 76 Guarantee Mutual.. 3,658,833 84 81 83 Commonwealth 
85 85 83 Old Line, Wis 85 89 92 Shenandoah ....... 2,043,090 85 87 90 Equitable, D. C..... 3,593,938 85 86 89 Northern, Wash.... 
86 87 86 Manhattan 86 94 86 Manhattan ........ 2,008,042 86 82 83 Boston Mutual..... 3,523,997 86 92 99 United Benefit ..... 
87 90 92 Pilot Life 87 93 90 Northern, Wash 1,895,435 87 85 86 Northern, Wash.... 8,482,342 87 88 84 Federal, Ill. ....... 
88 89 89 Ohio State 88 79 84 Continental Assur.. 1,874,856 88 84 84 Baltimore ......... 3,480, 4: 88 74 75 Illinois Bankers.... 
89 91 93 Commonwealth 89 68 93 Central States...... 1,834,582 $89 89 87 Indianapolis ....... 3,334, 89 87 81 Americana Mutual.. 
90 88 87 Colonial a 90 90 89 Home Life, Pa..... 1,809,948 90 93 94 Sun Life, Md....... 4 90 89 88 Home Life, Pa..... 
91 92 90 Sun Life, Md... 91 91 95 Home Beneficial.... 1,802,943 91 .. .. Manhattan ........ 7 oi 690 6920 6Baltimare ...5..6-c 
92 94 94 Northern, Wash 20,058,157 92 88 91 Boston Mutual..... 1,786, 92 92 91 Excelsior, Can...... 92 91 91 Security Mut, N. Y. 
93 86 82 Central States 19,980,182 ° 93 97 99 Alliance, Ill........ be A 93 90 88 Bankers, Neb....... 3 OF )6 Cw. «6Cgaitable, 3D. C..... 
94 95 . Business Mens 19,839,704 94 92 94 Baltimore ......... 1,7 94 83 78 Illinois Bankers.... o4 .. «+ Manhattan «........ 
95 93 91 Alliance Life 19,631,659 SS «. «oe GO ties, Wis...... 1,65 95 91 85 American Mutual... 95 96 100 Sun Life, Md....... 
96 96 100 Oregon Mutual.. 18,817,371 96 81 77 North Amer. Reass. 1,6 96 96 87% Ohio State ....:. 4: 96 94 96 Ohio State ........ 
97 98 . Home Life, Pa 18,032,472 97 87 97 Indianapolis 1,6 97 94 89 Security Mut., ar Y. 97 93 94 Presbyterian Minist’s 
98 97 99 Baltimore Life 17,961,307 98 96 98 Pilot Life 1,5 98 97 99 Shenandoah ....... 98 98 97 Boston Mutual 
99 99 98 North Amer. Reas 17,272,758 99 100 96 Ohio State... 1,5: 99 98 100 Continental, D. Cc... 08 2c. ox “GU Pits ole ec. 
100 100 97 Federal, Ill i 17,229,641 100 98 Equitable, D. C.... 1,58 100 .. .. Protective Life..... 100 95 93 Volunteer State 
War Risk ae “There is no loading added to the net member that this is known as the A n Ex cuti e 
premium for expenses, since the govern- famous ‘hundred million dollar comma ge cy e ives 
I Cl fi ment pays all costs,of administration as error,’ for had there been a comma in- . 
S ari ied well as all losses resulting from the ex-  serted or omitted (I forget which way it to Hold Meetings 
: : tra hazards. ey is but the reverse from the way the law os ‘h 
Arthur C. Daniels, secretary of the Mr. Daniels states that the situation reads), the government would have as- The Life Insurance Sales Research 


Institute of Life Insurance. calls atten- 
tion to an erroneous statement in an arti- 
cle in the March 22 edition, “Govern- 
ment Insurance Facts and Figures.” 
There was a paragraph referring to 
the fact that all government life insur- 
ance policies include a provision grant- 
ing benefits on account of total perma- 
nent disability. There is no limit as to 
the age before which such disability 
must occur. The premiums for the com- 
bined benefits are the net premiums for 
the death benefit only, based on the as- 
sumption that the death will occur in ac- 
cordance with the American 3'4 percent 
table. Then there is this statement: 


is that the government does pay the ad- 
ditional loss from disability if the dis- 
ability is proven to have originated from 
war causes. 

“You can readily appreciate,” Mr. 
Daniels states, “that it is very difficult 
in some cases to prove now whether dis- 
ability dates back that far or is from 
some modern cause, but regardless, the 
Veterans Bureau has some way of work- 
ing this out with the Army and Navy 
departments. The government does not, 
however, pay for the disability that re- 
sults from other than war injuries. It is 
said to have been the intention that the 
government would do this. You may re- 


sumed this obligation rather than its 
now being assumed by the fund. 

“In other words, the fund has to pro- 
vide for disability losses other than 
those due to war causes out of the pre- 
mium which is based on the American 
experience table of mortality with 3% 
percent interest. This seems to be per- 
fectly clear in the paragraph which fol- 
lows the quoted sentence.” 

Mr. Daniels, when he was connected 
with Fackler & Breiby, did a good deal 
of work in this connection and, there- 
fore, has considerable intimacy with war 
risk insurance. 


Bureau will hold a conference at the 
Edgewater Beach Hotel, Chicago, April 
15-17 in order that agency executives ot 
companies having $120,000,0U0 or less in 
force can go over some of their prob- 
lems that may be different than in com- 
panies of larger size. On Thursday of 
this week,a conference of mid-west com- 
panies of small and medium size was 
held at Indianapolis, this being the sec- 
ond gathering of the kind called bv 
Harry V. Wade, vice-president American 
United Life, A. H. Kahler, vice-president 
Indianapolis Life, and Paul Speicher of 
the R. & R. Service for companies of a 
more moderate size. 
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Word Pictures Are 
Presented af 
Davenport Exhibit 


Unique Setting Is Used 
for Annual Sales 


Congress Program 


By CHARLES D. SPENCER 


DAVENPORT, IA.—With a large 
picture frame in the background 
through which speakers entered the ros- 
trum, the Davenport Association of Life 
Underwriters and the General Agents & 
Managers Association presented their 
annual sales congress program in form 
of an exhibition of living portraits in 
seven “artists” presented word 
pictures. With an opening fanfare 
sounded by uniformed cornetists and a 
drummer the program started off at 
high pitch. 

Urging agents to add a touch of 
showmanship to their sales presenta- 
tions and to be different, Karl E. Mad- 
den, former Davenport general agent 
Penn Mutual Life and_now assistant to 
the president Iowa Fiber Box Com- 
pany, sounded the keynote of the gath- 
ering. Mr. Madden related numerous 
entertaining examples of showmanship. 
In approaching a buyer, the agent must 
realize that the buyer didn’t ask him 
to come to see him. In such a case the 
buyer thinks either of two things. He 
either feels that the agent has something 
interesting to tell him to which it is 
worth while to listen, or he decides that 
he doesn’t want him to stay and he 
tries to figure out some way of getting 
rid of the agent. To gain the pros- 
pect’s interest so that he will ask him 
to stay, the agent has to make his pres- 
entation a little bit different from that 
of his predecessors. In this connection 
Mr. Madden said: “It is not what you 
say but how you say it and how much 
they understand of it which counts.” 


Easy and Cheap To Be Nice 


Mr. Madden urged the agents to be 
nice to people, which he said is the 
easiest and cheapest thing they can do. 
Intelligent people talk about ideas, Mr. 
Madden said, average people talk about 
current events and below average peo- 
ple talk about other people. To be a 
good salesman, the agent must be en- 
thusiastic, full of ideas, be clear and 
understandable in getting his story 
across, be thoroughly sold on the idea 
himself and use implied consent in sell- 
ing, have a sense of humor, be inter- 
ested in the other fellow, his problems, 
his business, his hobbies and be tactful. 


which 


Protect Policyholders’ Interest 


The importance of association work 
was stressed by Arthur Devine, Pru- 
dential superintendent in St. Paul, in his 
talk on “Duties of an Insurance Rep- 
resentative.’ He said it is up to the 
agent to see that policyholders are pro- 
tected and the life underwriters asso- 
ciation has taken a leading part in im- 
pressing on legislators the need for pro- 
tecting the policyholder’s interest. 

A study of the photostatic copy of the 
application in the policy gives a good 
Picture of the policyholder, Mr. De- 
vine said, and a study of the settlement 
option gives a good picture of why the 
policy was written. Men buy insurance 
to protect their families. An important 
thing to bring out in the sale is to 
question how long the proceeds of the 
Policy will last and compare that with 
the length of time the family will need 
an income. 

In handling a man who refuses to 
(CONTINUED ON PAGE 26) 





Many Cities Bid for 
Convention in 1941 


Lively Competition Set for 
National Association 
Meeting Next Year 


The fact that so many cities in the 
past week or so have submitted invita- 
tions for the 1941 convention of the Na- 
tional Association of Life Underwriters 
is explained by the fact that the Na- 
tional association communicated with 12 
cities, asking if they desired to consider 
being the 1941 hosts. The National as- 
sociation took this action after being no- 
tified that the Cleveland association had 
decided against seeking the convention 
next year. Cleveland made aggressive 
efforts to land the 1939 convention and 
the 1940 meeting but the leaders there 
decided against renewing the effort at 
this time. 


Several Cities Respond 


Several of the cities seized the oppor- 
tunity offered by the National associa- 
tion and there promises to be interest- 
ing competition. Two cities responded 
that they did not feel prepared to be 
the hosts in 1941, but that they would 
like to point for the 1942 convention. 

The National association has now re- 
ceived six bids for the 1941 convention. 
In addition to those from Salt Lake 
City, Cincinnati and Baltimore, which 
have already been announced, invitations 
have been received from Los Angeles, 
Detroit and Minneapolis. 

Memphis has asked for consideration 
for the 1942 convention. 

In the past it has been customary 
for local associations to enter bids for 
the national meeting with the idea that 
if they do not get the next gathering 

(CONTINUED ON PAGE 30) 


P. J. Dunn Takes Position 
with Western Surety 








P. J. DUNN 


P. J. Dunn, who has resigned as com- 
missioner of South Dakota, has now 
joined Western Surety of Sioux Falls, 
S. D. He will remain at the head office 
for a time, becoming familiar with the 
operations and then he will take a po- 
sition in the California office of West- 
ern Surety. Mrs. Dunn and their son 
and three daughters have been residing 
in California for several years. 








S. A. Bardwell, general agent in 
Cleveland for the Lincoln National Life, 
led the annual March drive in honor of 
Superintendent of Agencies J. P. Car- 
roll. An increase in business of 33 per- 
cent over March, 1939, was reported. 








ing as a carpenter. 
his finger, 


obligations. 


of the four children 


adjustments. 


care 


need any insurance,” 
case anything 


payable to her. 
arranged with 


income, 


+ 


WILLIAM H. KINGSLEY 
Chairman of the Board 





TWO WESTERNERS 


Our policy was issued in 1937 to a farmer aged 33. 
Since his farm had not yielded a living for several years 
of drought and dust, he supplemented his income by work- 
While so engaged he ran a sliver into 
developed blood poisoning, died within nine 
months of the issuance of the policy. 
was used to meet hospital and funeral expenses and debt 
The remainder was placed under an option to 
pay $50 a month, which is maintaining the home and taking | 
while the 


In another case the insured was not married, “didn’t 
but he did want a savings plan. He 
also wanted to know that his mother was taken care of, 
happened to him.” 
At the death of the insured our underwriter 
her to take the accumulated dividends in 
cash as a cleanup fund, and the balance under an option 
which gives her $72.30 a month as long as she lives. 
she knows that as long as she lives she is guaranteed an 
which she finds very comforting. 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


Half of the insurance 


widow is making 


The policy was made 


And 


+ 


JOHN A. STEVENSON 
President 


























~ Jones Wheeler Ad 
Would Freeze Out 
Life Companies 


80 Percent of Mortgages 
Under Government Con- 
trol, Sponsors of Bill Predict 


WASHINGTON—Dangling the 

3 percent mortgage money before the 
farmers, the Jones-Wheeler act, under 
which the government would push life 
companies and other investors virtually 
out of the farm mortgage field, has 
passed the senate and is expected to 
have little trouble winning the house's 
approval and the President’s signature 
It has powerful support and the farmers 
either don’t know or don’t care about 
the extent they would have to yield up 
their independence in order to benefit by 
the act. 

Serious as this is from a life company 
investment standpoint—for there is al- 
ready talk of a similar move in the resi- 
dence mortgage field—life officials ac- 
quainted with the farm situation and 
aware of the full implications of the 
bill’s apparently innocuous language are 
more alarmed at the long step the bill 
takes in the direction of totalitarian, fas- 
cistic control of farmers by the govern- 
ment. Not only would the government 
directly lend money to the farmers but 
it would exercise, particularly on pur- 
chase money mortgages, an autocratic 
type of control which is without parallel 
except possibly in Germany. 


Curbs Land Banks 


Though most people probably think 
of the farmer as being already prettv 
well tied to the government’s apron 
strings, there is a great difference be- 
tween the setup contemplated under the 
Jones-Wheeler bill and anything the 
country has seen up to now. Reducing 
the federal land bank system to mere 
local service offices, it would wipe out 
all vestiges of that system’s important 
role of independent cooperative credit 
institution. 

It is the first instance of the govern- 
ment’s stepping directly into the financ- 
ing of an important means of produc- 
tion, lending capital directly to the en- 
trepreneurs and selling the equivalent of 
government bonds to raise the cash. 
This is regarded as a typically totali- 
tarian setup—citizens borrowing direct 
from the government, other citizens 
lending direct to the government, pri- 
vate enterprise being completely elimi- 
nated from the scheme of capitalization 


bait 


Expect 80 Percent of Mortgages 


Sponsors of the Jones-Wheeler bil! 
expect that some 80 percent of the na- 
tion’s farm mortgages will be financed 
through the new scheme. This would 
be more than double the approximately 
37 percent currently held bv the federal 
land banks. Nearly one-half of all farm 
mortgages are now held bv individuals 
and commercial banks. About 12% per- 
cent are held by life companies. All 
present institutional and private lenders 
would to a large extent be frozen out 
of their opportunity to invest in farm 
mortgages. 

Because the holdings of life companies 
in farm mortgages are smaller than in 
pre-depression years the effect of the 
government’s competition under the 
Jones-Wheeler bill may not be fully ap- 
preciated. The recent investment report 
of the Securities & Exchange Commis- 
sion shows that the 26 largest United 
States life companies had a farm mort- 
gage investment totaling onlv $743.961.- 
000 at the end of 1938 as against $1,787.- 
(CONTINUED ON PAGE 28) 
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Metropolitan Gives 
New Dividend Scale 


Reduction of About 10 
Percent Is Applied to 
Most Contracts 


The Metropolitan’s dividend schedule 
for the year beginning May 1 has been 
announced and is shown in the form of 
pages from the 1940 “Little Gem Life 
Chart” reproduced herewith. It repre- 
sents a reduction of about 10 percent 
on most plans, but an increase in most 
instances for the family protection 
plans. The pages reproduced give divi- 
dends for the ages where most business 
is written. Others will appear next 
week. 

The conflict between more favorable 
mortality and decreasing interest rates 
becomes apparent in this schedule. For 
instance, a comparison of the 20 year 
endowment schedule at age 35 shows 
total dividends of $222.50 for a 20-year 
illustration under the old schedule and 
$175.60 under the new scale. This is 
a difference of $46.90 for the 20 year 
period or an average of $2.34 per year. 

At the other extreme is found the 
family protection 20 year term period 
providing a 20 year income. For age 
35 the old scale shows total dividends 
for 20 years of $276.05 while the new 
calls for $282.84. This is an increase of 
$6.79 or an average of $0.34 per year. 

The mortuary, maturity and settle- 
ment dividends, which are based on a 
sliding scale of percentages of reserves 
at date of death, maturity or surrender 
are affected by a more gradual scaling 
up of such percentages. Except for 
policies issued prior to 1909, the maxi- 
mum percentage has been reduced from 
10 percent to 8% percent. 


Industrial Dividends 


Industrial dividends are applied to 
payment of premiums. The schedule 
below shows the number of weeks that 
the 1940 dividend will carry the policy, 
depending upon the date of issue: 





Year Weeks’ Year Weeks’ 
Issued Prems. Issued Prems. 
LL. eee 5 197421913..... 16 
6 i eae ef 
_., re 7 19Ti=2970..... 28 
1933-1932..... 8  1909-1908..... 19 
1931-1930..... 9 1907-1906..... 20 
1929-1928 10 1905-1904..... 21 
1927-1925..... 11 ee 22 
1924-1922..... 12 .,, eae 23 
TES pt ee 13 |) ee 24 
1918-1917..... 14 Sr 25 
1916-1915..... 15 1699-21879... ..5 26 
Weeklv premium policies issued in 


1936 and maturing by death or endow- 
ment in 1940 receive mortuary or ma- 
turity dividends of 2 percent of face of 


policy provided premiums have been 
paid for four complete years. This 
amount increases 14 percent for each 


year of issue prior to 1936 to a maxi- 
mum of 15 percent on issues of 1910 and 
earlier years. Equalization dividends 
give certain old policies (during 1940) 
the death, endowment and _ disability 
values provided by the tables in effect 
on Jan. 1, 1940. 

Monthly premium policies, which 
were first issued in 1927, were credited 
with dividends for 1940 in the form of 
paid-up additions to the amount of in- 
surance, applicable to policies issued 
from 1927 to 1936 inclusive. 


Illinois New Business in 
1939 Totals $1,074,213,410 


Total new business done by legal re- 
serve life companies in Illinois in 1939 
was $1,074,213,410, a tabulation of fig- 
ures taken from annual statements filed 
with the Illinois department shows. The 
total legal reserve life insurance in force 
in the state was $9,151,134,389. 

Companies of Illinois had $103,868,417 
new business in the state last year and 

$561,250,932 in force; companies of other 
states wrote $939,088,278 new business 
in Illinois and had Illinois business in 
force of $8,390,175,320. Foreign life 
companies wrote $31,256,715 new busi- 
ness in the state and had in force there 
$199,708,137. 


Metropolitan Life, N. Y. 289 


**1940 ILLUSTRATIVE NET COST—NET PAYMENTS Amer. Exp. 3% 
Applicable to 3% policies issued after Jan. 1, 1935 











































(ORDINARY) tWHOLE LIFE. $5,000—3% (Continued) 
Ages 33 34 35 36 37 38 39 40 41 
Premium 106.10 109.35 112.80 116.40 120.20 0 
3 1 106.10 109.35 112.80 116.40 2 
g 2 90.10 93.50 97.10 100.85 118. 10 
a 3 87.60 90.90 94.40 98.15 3 114.95 
>» 4 86.75 90.00 93.55 97.15 109.35 113.85 
£ 5 85.75 88.95 92.45 96.05 8. 55 
eo 82.75 85.90 89.25 92.75 104.35 108.70 
2 15 79.25 82.20 85.45 88.81 100.05 104.2 6: 
a 20 75.85 78.75 81.90 85.15 96.15 100. 104.60 
10 Year Summary 
10 Yrs. Prems. 1061.00 1093.50 11: 28 00 1164, mh 1285.00 1330.50 1378.50 
10 Yrs. Div'ds. 184.55 184.85 185.45 186.35 187.35 
10 Yrs.NET.. 876.45 908.65 1099.55 1144.15 1191.15 
Av. Net Payt. 87.65 90.87 109.96 114.42 119.12 
Av. + $1,000 17.53 : e 22. 23.82 












3 a oe 
10 Y 2 on. 266.45 278.65 8.30 294.3 45 
Average Cost ry 83 29.44 30.75 
Av. Per $1,000 5.33 5.57 5.77 5.89 








20 Year Summary 
rss 2328.00 2404.00 2485.00 
5 465.85 469.40 
1938.15 2015.60 3 


20 Yrs. Prems. 
20 Yrs. Div'ds. 
20 Yrs. NET 
ee Net Payt. 
a $1,000 


2122.00 2187 00 
456.15 











Val 1530. 
Settlem’ tDiv. . 76.50 
Total Payable. 1606.50 
ir Cost.... 59.35 4 
Average Cost 2.97 i 6. 
Av. Per $1,000 .59 1.01 1.20 

























(ORDINARY) {WHOLE LIFE $5,000—3% (Continued) 

Ages 43 44 45 46 47 48 49 50 

Premium 148.35 154.10 160.20 166.70 173.60 181.00 188.90 197.25 
ne 148.35 154.10 160.20 166.70 173.60 181.00 188.90 197.25 
a 2 : a 51. i 5.3 72. 180.35 
E 3 175.7 
> 4 174.00 
& 5 172.15 
» 10 166.70 
15 13.25 53. 160.90 
4 109.10 149.20 156.40 








119.10 _| 130.10 | 








10 Year Summary 


10 Yrs. Prems. eee 1541.00 1602.00 1667.00 1736.00 1810.00 1889.00 
3 35 





ieee Div’ ds. : 193.50 196.85 201.15 aera 5 219.90 
5 1347.50 1405.15 1465.85 1529.7 15 65 1669.10 
Av. Net Payt. 124.02 134.75 140.52 146.59 152. 97 159. 77 =166.91 


. Per $1,000 26.95 28.10 29.32 30.59 31.95 33.38 
















i r Cash V 90. 1060.00 1095.00 
10 YrCost.... 380.15 422.50 450.15 475.85 504.70 537.65 574.10 
Average Cost 38.02 42.25 45.02 7.59 50.47 53.77 57.41 
Av. Per $1,000 7.60 8.45 9.00 9.52 1 10.09 __ 10.75 11.48 











20 Year Summary 































286 Metropolitan Life, N. Y. 
**1940 ILLUSTRATIVE NET COST—NET PAYMENTS ($1,000) 


Applicable to 3° policies issued after Jan. 1, 1935 


Amer. Exp. 3% 


(ORDINARY) WHOLE LIFE PAID-UP AT 85 








e 30 32 33 34 35 36 37 
een 21.80 23.11 23.82 24.57 25.35 7.0 

ae 21.80 23.11 23.82 24.57 7 

8 32 21.80 23.11 23.82 24.57 

g 3 17.84 19.06 19.72 20.42 

> 4 17.32 18.51 19.15 19.84 

P 17.01 18.17 18.81 19.48 

ae 16.47 17.60 18.21 18.86 

2 15 15.84 16.91 17.50 18.13 

4 20 15.22 16.25 16.82 17.43 








10 Year Summary 













10 Yrs. Prems. 218.00 224.30 231.10 238.20 245.70 

10 Yrs. Div'ds. 38.73 39.34 39.93 40.57 41.20 

10 Yrs.NET.. 179.27 184.96 191.17 197.63 204.50 

& Net Payt. 17.93 18.50 19.12 19.76 _20.45 
frCash Val 108.00 113.00 117.00 122.00 127.00 

10 YrCost.... 71.27 71.96 74.17 75.63 77.50 

Average Cost 7.13 7.20 7.42 7.56 7.75 8 

20 Year Summary 

20 Yrs. Prems. 436.00 448.60 462.20 476.40 

20 Yrs. Div'ds. 98.91 100.7 102.50 

20Yrs.NET.. 337.09 347.90 359.70 

Av. Net Payt. 16.85 17.40 __ 17.9! 


20 YrCash Val 277.00 














Settlem'tDiv.* 13.85 14:35 | 14.85 E 
Total Payable. 290.85 301.35 eae é 
20 Yr Cost. 46.24 46.55 47.85 he 
AwaraEe Cost 2.31 2.33 2.39 2.85 3.05 
(ORDINARY) WHOLE LIFE PAID-UP AT 85—3% (Continued) 

Ages 40 41 42 aie 44 45 
Premium 30.04 31.16 32.33 33.5 34.91 36.33 

ee | 3 36 

: 3 

>» 4 

£ 5 

= 

° 

A 20 











10 Yrs. Prems. 289.90 300.40 311.60 323.¢ 35. E 3.5 7.8 93.: 
10 . Div'’ds 44.79 45.69 46.76 4 9.1¢ 50.4! 51. 2 4. 
5. 254.71 264.84 275. 39 286.57 298.64 311.44 324.60 338.42 
25.47 a 48 27.54 28.66 29.86 31.14 33.84 


















10 Yr Yr Cash 11 
Average Cost 9.11 9.47 

















20 Yrs. Prems, 2858.00 2 $082.00 $204.00 3334.00 3472.00 3620.00 3778.00 3945.00 
Div'ds. 488.2 503.70 525.60 5 ! = 594.15 
NET... 2: 2578.30 2600. 30 2808.40 2932. 54.85 3204.25 3350.85 20 Year Summary 
Av. Net Payt. 118. 49 123.60 128.92 134.52 140.42 146. “ 153.24 160.21 167.54 20 Yrs. Prems. 579.80 600.80 671.40 
. Per $1,000 3.70 24.72 25.78 26.90 28.08 3 30.65 32.04 33.51 20 Yrs. Div'ds. 116.83 119.37 128.77 
6 ir Cash Val 035.00 2090.00 2150.00 2205.00 226: 2320. aa 2380.00 2435.00 2490.00 20 Yrs. NE 462.97 481.43 542.63 
Settlem'tDiv.* 101.75 104.50 107.50 } 116.00 119.00 121.75 124.50 Av. Net Payt._23.15__ 24.07 27.13 29 
Total Payable. 2198.7 2194.50 2257.50 2436.00 2499.00 2556.75 2614.50 20 Yr Cash Val 398.00 410.00 422.00 4.00 : 
Yr Cost. 277.55 320.80 430. 496.70 565.85 647.50 736.35 Settlem’tDiv.* 19.90 20.50 21.10 . 
Average Cost “iL 6 13.88 16.04 21.51 24.84 28.29 32.38 36.82 Total Payable. 430.50 443.10 : 0 3. 
Av. Per $1,000 3 3.21 4.30 4.97 5.66 6.48 7.36 20YrCost.... i 90.64 99.53 19 & x s 
ver $1, A ge Cost 3.81 4.53 4.98 5.51 6.11 6.75 7.46 




















Settlement Divide nd payable only on surrender if declared at time of surrender. 

Issued on annual premium basis only and for not less than $5,000. 

This is merely an illustration. All dividends depend upon earnings, and a dividend 
scale is not likely to continue unchanged over a period of years. These figures should be 
considered as illustrative of the present scale only and not guarantees or estimates of 
future results. 


2 MH ef 7 291 
Metropolitan Life, N. Y. 
**1940 | ILLUSTRATIVE NET COST—NET PAYMENTS—$1,000 
Applicable to 3% policies issued after Jan. 1, 1935 
(ORDINARY) 20 PAYMENT LIFE—3% 


Amer. Exp. 3% 



































Ages 20 25 30 50 60 
Premium 26.32 28.68 31.51 51.67 74.81 
s 1 26.32 31.51 51.67 74.81 
¢ 2 26.32 31.51 51.67 74.81 
5 3 23.50 27.82 46.90 66.23 
> @ 85 27.05 45.64 64.45 
& 5 22.45 26.56 44.87 63.39 
> 10 21.62 25.55 43.40 51 61.73 
© 15 20.58 24.29 27.25 41.7 49.62 60.20 
2 20 19.50 23.12 26.10 40.64 48.41 58.92 
10 Year Summary m 
10 Yrs. Prems. 263.20 286.80 315.10 349.50 20 516. 70 612.40 748.10 
10 Yrs. Div'ds. 31.88 36.15 40.76 42.91 48 6 68.97 92.31 
10 Yrs.NET.. 231.32 250.65 274.34 306.59 73 480.84 543. 43 655.79 
Av. Net Payt x 25.07 27.43 _ 30.66 f 46 4.34 65.58 
0 Yr Cash Val -00 "00 208.00 231.00 259.00 287.00 314.00 338.00 307.00 
10 YrCost.... 60.32 62.65 66.34 75.59 87.72 110.39 146.84 205.43 298.79 
Average Cost 6.03 6.2 6.63 7.56 8.77 11.04 14.68 20.54 29.88 
20 Year Summary 
20 Yrs. Prems. 526.40 573.60 630.20 699.00 784.40 894.40 1033. 40 1224.80 1496.20 
20 Yrs. Div'ds. 90.33 101.71 114.03 120.81 128.45 139.95 185.79 239.34 
20Yrs.NET.. 436.07 471.89 516.17 578.19 655.95 754.45 87 8.36 1039.01 1256.86 
3 f 25.81 28.91 _32. 37.72 43.92 51.95 _ 62. 













Av. a Payt. 




























‘ash Val 555.00 610.00 e 423. tts 5. x 
. Settlem’ tDiv.* 7.75 30.50 33.35 36.15 38.85 41.25 43.45 
Total Payable. f 640.50 700.35 759.15 815.85 866.25 912.45 
ir Cost.... $66.58 62.31 +44.40 t4.70 62.51 172.76 344.41 
Average Cost +3.33 +3.12 2.22 +.24 3.1 .64 17.2 
(ORDINARY) 20 YEAR ENDOWMENT—3% 
Premium 45.46 46.15 47.04 48.28 50.13 53.10 57.55 64.87 76.66 
3 1 
8 2 
§ 3 
> 4 
£ 5 
2 13 
4 20t 
Yrs. Prems. jf 
10 Yrs. Div'ds. iy 
10 Yrs. NET .99 
Av. Net Payt 46 39 80 
r Cash Val 00 . 00 f 84, 84.00 00 
10 Yr Cost... . 40.56 45.58 54. 79 70.86 96.18 136.53 198.63 294.99 
Average Cost 4.06 4.56 5.48 7.09 9.62 13. 19.86 29.50 
20 Year Summary 
20 Yrs. Prems. 909.20 923.00 940.80 965.60 1002.60 1062.00 1151.00 1297.40 1533.20 
20 Yrs. Div'ds. 141.85 155.14 168.42 175.60 181.05 188.64 197.89 222.78 273.32 
20Yrs.NET.. 767.35 767.86 772.38 790.00 821.55 873.36 953.11 1074.62 e 
Av. Net Payt. 38.37 38.39 38.62 39.50 41.08 43.67 47.66 53.73 62.99 
rCash Val 1000.00 1000. 1000.00 1000.00 1 .00 1000.00 1000.00 1 1000. 
20 Yr Cost.... 232.65 ¢232.14 ¢227.62 ¢210.00 1178.45 1126.64 146.89 74.62 259.88 


+11.61 111.38 110.50 18.92 +633 12.34 3.73 12.99 


tORDINARY 
FULLY PAID-UP LIFE POLICIES in force 15 or more years and which do not con- 
tain the Total and Per Benefit (According to Attained Age.) 


Average Cost 111.63 














Age Div. iv.|Age Div.|Age Div.|Age Div./Age Div./Age Div.|Age Div.j|Age Div. 
30 2.16) 37 2.32 | 44 2.53 | 51 2.78 | 58 3.07 3.37 | 72 3.65 | 79 3.91 
31 2.18938 2.35} 45 2.56} 52 2.82 | 59 3.11 | 66 3.41 | 73 3.69 | 80 3.94 
32 2.20] 39 2.38 | 46 2.60 | 53 2.86 3.15 | 67 3.45 | 74 3.73 | 81 3.97 
33 2.22 | 40 2.41 2.63 | 54 2.90 | 61 3.19 | 68 3.49 | 75 3.77 | 82 4.01 
34 2.25 | 41 2.44] 48 2.67 | 5S 2.94 | 62 3.24 | 69 3.53 | 76 3.80 | 83 4.04 
35 2.27 | 42 2.47 | 49 2.70 | 56 2.98 | 63 3.28] 70 3.57 | 77 3.84 | 84 4.07 
36 2.30! 43 2.50! 50 2.74/57 3.02! 64 3.32) 71 3.61 | 78 3.87) 85 4.10 





tOn policies issued after Jan. 1, 1909. 

tReturn over cost 

*Settlement Dividend payable only on surrender if declared at time of surrender. 

320th year includes $40 Maturity Dividend. 

**This is merely an illustration. All dividends depend upon earnings, and a dividend scale 
is not likely to continue unchanged over a period of years. These figures should be considered 
as illustrative of the present scale only and not guarantees of future results. 














sttlement Dividend payable only on surrender if declared at time of surrender. 

**This is merely an illustration. All dividends depend upon earnings, and a dividend 
scale is not likely to continue unchanged over a period of years. These figures should be 
considered as illustrative of the present scale only and not guarantees or estimates of 
future results. 


Metropolitan Life, N. Y. 298 
**1940 ILLUSTRATIVE NET COST—NET PAYMENTS 
Applicable to 3% policies issued after Jan. 1, 1935 
FAMILY PROTECTION (Ordinary) 


Issued for a minimum of $25 monthly income. After 20th year on 20 Year Plan and after 
age 60 on Age 60 Plan policy becomes same as Whole Life Paid-Up at 85 ($1,000) issued at 
same age and date. 


20 Year Term Period ($10 Monthly Income from Death Within 20 Years) 


Amer. Exp. 3% 





10 Year Income i] 15 Year Income t 20 Year Income 



































































Ages — 30 35 | 30 35 25 
Premium 30.61 35.57 34.13 39.66 32.97 

3 1 34.13 39.66 32.97 

5 2 34.13 39.66] 32.97 

ga 3 21.28 26.88 

er 21.21 26.80 

OBS 21.12 26.68 

a ae 20.53 25.94 

S 15 19.87 25.14 
_ 4 20 19.31 24.54] 16.66 

Year Summary 
10 Yrs. Prems. 270.20 302.10 341.30 396.60] 329.70 371.70 431.90 
10 Yrs. Div'ds 57 104.70 05.54 105.67 119.61 120.09 119.66 
10 Yrs. NET 197.40 235.76 290.93] 210.09 251.61 312.24 
Av. Net Payt. 19.74 23. 29.09 21.01 25.16 31.22 
10 Yr Cash Val 59. 89.00 111.00 148.00 
10 Yr Cost. 4 121.09 140.61 164.24 
Average Cost 9.36 12.11 14.06 16.42 
20 Year Summary 
20 Yrs. Prems. 540.40 612.20 711.4 4.20 682. 659.40 743.40 863.80 
20 Yrs. Div'ds. 206.08 210.61 214.58 \< “ 
20 Yrs. NET.. 334.32 401.59 496.82 : : 
Av. Net Payt. 16.72 20.08 24.84 - . 
r Cash Vai f 329.00 231.00 277, 29. 

Settlem’t Div* 3. 16.45 11.55 3. 5 
Tot. Payable.. 2 m 345.45) tae 290.85 345.45 
20 Yr Cost... . Ae 151.37) 116.9 143.22 196.57 
Average Cost < 59 5.54 7.57 §. 85 7.16 9.831 





Term to Age 60 ($10 Monthly Income from Death Prior to Age 60) 


















10 Year Income f] 20 Year Income 
Ages 25 35 45 55 25 30 35 45 
Premium 28.61 36.71 50.74 75.71 35.74 39.87 5.17 * 
3 1 28.61 36.71 50.74 75.71 35.74 39.87 
8 2 28.61 36.71 50.74 75.71 35.74 39.87 
g 3 18.43 26.09 39.16 61.17 21.96 25.88 
2 a 18.37 26.01 39.04 61.02 21.90 25.81 
rv 5 18.29 25.89 38.87 60.81 21.81 25.69 
oo 2 17.75 25.12 37.85 345.46 21.19 24.96 
2 a6 17.12 24.26 36.89 7344.14 20.48 24.14 
4 20 16.52 23.55 $27.09 343.36 19.82 23.43 
10 Year Summary 
- 286. an 367.10 507.40 658.40 357. 740 398.70 
. 88.47 97.51 94.02 113.02 115.23 
. 202. 20 278.63 409.89 564.38 244.38 283.4 
Av. et Payt. 20.22 27.86 40.99 56.44 4.44 2835 
; 55. 211. : 14, 69. “1. 
10 Yr r Cuats. 99.20 123.63 198.89 293.38 130.38 144. ‘47 164.93 364. “57 355. 99 
Average Cost 9.92 12.36 19.89 29.34 13. 14.45 16.49 26.46 35.60 





mmary P 
20 Yrs. Prems. 572.20 714.80 797.40 903.40 1103.85 1291.60 


20 Yrs. Div'ds. 199.35 213.41 209.42 21231] 266.18 273.05 280.55 256.22 223.20 
20 Yrs. NET.. . 372.85 520.79 733.33 1005.79] 448.62 524.35 622.85 847.63 1068.40 
Av. Net Pa 18.64 26.04 36.67 50.29 22.43 26.22 31.14 42.38 _53.42 
73. “4 446, 571, 304, w : . 41, 
Settlem't Div* 13.65 18.00 22.30 28.55 15.20 17.40 19.10 22.30 28.55 





Tot. Payable.. 286.65 378.00 468.30 on Pr 319.20 365.40 401.10 468.30 599.55 
20 YrCost.... 86.20 142.79 265.03 129.42 158.95 221.75 379.33 468.85 
Average Cost 4.31 7.14 (13.25 “00. 3 6.47 7.95 11.09 18.97 _23.44 





- *Settlement Dividend payable only on surrender if declared at time of surrender. 

$Prem. and Dividends reduced to $1,000 Whole Life Paid-Up at 

**This i is merely an illustration. All dividends depend upon earnings, and a dividend scale 
is not likely to continue unchanged over a period of years. These figures should be considered 
as illustrative of the present scale only and not g or of future results. 
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YOUR ATTENTION PLEASE! 
WAIT FOR THE NEW LITTLE GEM! 


Now Being Delivered! 


TO ALL LIFE UNDERWRITERS:—One of the new 1940 reference books is now being distributed. Instead of taking the 
first book that comes along, since there are so many reasons why IT WILL PAY YOU TO WAIT (just a few days) FOR 
THE NEW IMPROVED AND MUCH MORE COMPREHENSIVE 1940 LITTLE GEM Life Chart, we are addressing this spe- 
cial message to you. Your order will be rushed to you very shortly, if you have not already received yours. 








The New 1940 Little Gem is the ONLY Book of its Kind 
to Show Incomes Payable under BOTH 
Contracts of FORMER YEARS and of Contracts NOW BEING ISSUED 


As this data is essential for intelligent programming, this feature of the new Little Gem is ALONE well worth its entire cost. 
No other book has it! Be sure you get a “Little Gem” in 1940. 


Check these other important extra advantages of the 1940 Little Gem 


1. Fully Covers 165 companies (nearly twice as many) 1. 90 companies 

2. Financial and Business Report for 2. Company figures— 
225 companies 165 companies 
shows 22 items shows 11 items 
for 5 years for 2 years only 

3. Premium Rates for over 2750 coniracts 3. Includes rates on 1900 contracts 

4. Cash Values (Ordinary) for over 750 contracts 4. Cash Values (Ordinary) on 530 contracts 
Cash Values at Retirement Ages Cash Values at Retirement Ages 
All Important Companies Omitted on numerous important co's. 

5. Number of Settlement Option Income Tables—274 5. 90 Income Tables 

6. Dividend showings (Ordinary)—260 Contracts 6. 240 Contracts 
Accumulation Illustrations—120 Just a few 
Paid Up Addition Illustrations—55 None 

7. Programming Section—52 pages 7. 35 pages 

8. Mortality Ratios 8. Not Shown 

9. Earned Interest Rates 9. Not Shown 

10. Tabular Policy Provision Comparisons , 10. Not Shown 

11. The Income Graph— 11. Not Shown 
From this novel graph you can readily show in graphic 
form (a) how long various incomes (from various amounts of 
insurance) will last (b) how much income is available and 
(c) the amounts of insurance needed to guarantee either 
“fixed’’ incomes or incomes for definite periods. 

12. Net Payments at Age 35 on the larger companies 12. Not Shown 
in convenient, quick-reading tabular form—and many other 
features. 


Shows MORE on Settlement Options, MORE on Retirement Values, MORE Programming Data and covers MORE Com- 
panies than any other small book! Some of this extra information is important to every underwriter in the United States 
and Canada, no matter whether a big producer or a new agent and no matter what his territory. SOME IS IMPORTANT 
TO YOU. WAIT FOR THE NEW LITTLE GEM. by far the most complete. It will pay you well, you'll have it shortly and 
you will like it! 


THE NATIONAL UNDERWRITER CO. 


Statistical Division 
420 EAST FOURTH STREET, CINCINNATI, OHIO 














HFeNATIONAL UNDERWRITER 


April 5, 1940 


















































































Qdeal for Widows 


“Five years ago one of your repre- 
sentatives sold my late husband a con- 
tract calling for a substantial down 
payment and a monthly income for one 
year,” a widow recently wrote to The 


Prudential. 


“I firmly believe that this form of 
insurance has more advantages for a 
widow than any other plan I ever heard 


of ” 


She will have an income during her 


effort to readjust her affairs. 





Grd) rudential 
Iusuranuce ¥ Company of Amerira 


Home Office, NEWARK, N. J. 

















Illinois Candidates 
for Governor Tell 
Insurance Intentions 


Replies Are Given to 
Inquiry from State 
Chamber of Commerce 


The Insurance Division of the Illinois 
Chamber of Commerce announces that 
H. B. Hershey, Dwight H. Green, R. J. 
Lyons, R. W. McKinlay, John Stelle and 
James O. Monroe, Illinois gubernatorial 
candidates, have placed themselves on 
record as promising appointment of a 
capable director of insurance, and an 
efficient, non-political administration of 
state insurance laws. 

A committee headed by E. V. Mitch- 
ell, general counsel of Continental Cas- 
ualty, requested all candidates to pledge 
“fair and impartial administration of the 
insurance laws of the state and that 
there shall be appointed to the office of 
director of insurance a man of excep- 
tional character and standing, one who 
is experienced, informed, and capable, 
so as to guarantee the highest type of 
administration and that the selection of 
the director be exclusively upon the 
grounds of eligibility and fitness for ex- 
ceptional public services and with fur- 
ther assurances that political affiliations 
will in nowise interfere with the just and 
impartial administration of the laws.” 

Although answers to the Chamber of 
Commerce varied in length and detail, 
each candidate pledged himself to non- 
political administration of insurance af- 
fairs and appointment of an experienced, 
capable director. Copies of all the let- 
ters are being mailed to the Illinois 
Chamber's insurance membership. 


Reply of Dwight Green 


Mr. Green, in his reply, stated: 

“The responsibility rests on the gov- 
ernor of a great state to establish an 
organization, honest of purpose and 
competent to conduct the business affairs 
of the state in the best interest of its 
citizens. 

“IT am impressed with the fact that the 
department of insurance is one of the 
most important departments of the state 
government, serving as it does the vast 
number of policyholders and supervising 
the operations of those engaged in the 
business. 


Necessary and Important 


“Insurance, with its various branches, 
is recognized as one of the most neces- 
sary and important parts of our eco- 
nomic structure. 

“Realizing that the business of insur- 
ance, . .. is indeed technical and com- 
plex and motivated by a determination to 
have a department of insurance under 
my administration operated in an ef- 
ficient and business-like manner I shall, 
if elected governor select as director a 
person experienced, informed and of 
high character and standing among 
those in the business of insurance and 
the public at large. The director shall 
be charged with the administration of 
the department in the public interest, 
with fairness to policyholders and those 
engaged in the business and with just 
and impartial observance of the insur- 
ance laws, free from political considera- 
tions. 

“T favor continuation of state super- 
vision of insurance to assure reasonable 
rates and sound protection to policy- 
holders but oppose all unnecessary in- 
terference or overregulation of business.” 

Mr. Lyons replied: 

“I believe in the just and impartial 
administration of our state insurance 
laws without the interference of political 


consideration of any kind. As governor, 
shall appoint as director of the de- 
partment of insurance, a man of charac- 
ter, standing, and experience who is in- 
formed and capable, thus assuring the 
highest type of administration in that 
department.” 

Mr. Hershey answered: 

“T am pleased to give my assurance 
that the department of insurance will be 
administered in a fair and impartial 
manner. I have been intimately asso- 
ciated with this department of our state 
government for the past seven years, 
where I have had charge of the bureau 
of liquidation. I feel that my record 
in handling the estates of insolvent in- 
surance companies is sufficient evidence 
of my sincerity to assure your organiza- 
tion that my pledge to follow the above 
program will be observed. No other 
position could impress one more with 
the necessity of proper insurance laws 
and competent and able supervision of 
the 1,158 companies that are authorized 
to do business in Illinois, to which the 
citizens of this state pay approximately 
$480,000,000 a year in premiums. 


— 


Financial Soundness 


“No right-thinking person who has 
had to deal with the policy-holders and 
claimants of defunct insurance compa- 
nies could countenance political inter- 
ference in the administration of a de- 
partment whose duty it is to protect the 
insuring public by seeing that all com- 
panies are financially sound and honestly 
managed and whose policy contracts are 
fair and reasonable. Another important 
function of the department of insurance 
in this connection is the enforcement 
of the agents and brokers qualification 
act designed to assure the insurance 
buying public of the honesty and abil- 
ity of insurance salesmen to serve its 
insurance needs. 

“One of the most constructive accom- 
plishments of the present administration 
was the enactment of the insurance code 
which modernized the insurance laws of 
this state and prescribed an adequate 
test of solvency for the various kinds 
of companies commensurate with the 
risks they assume. The insurance code 
imposed the duty upon the department 
of seeing that the rates that are charged 
our citizens for fire and automobile in- 
surance are not unjust, unreasonable, 
discriminatory or preferential. The per- 
formance of these duties and responsi- 
bilities, together with many others of 
a judicial nature, renders it imperative 
that the department of insurance must 
be headed by a competent and air- 
minded director with an intimate knowl- 
edge of the business of insurance. A 
person with these qualities must be af- 
forded the opportunity to man the de- 
partment with competent and able men 
to assist him without regard to polit- 
ical considerations.” 

Mr. Stelle’s reply was as follows: 

“My pledge of future action, not only 
of administration of the insurance laws, 
but of all laws of the state of Illinois, 
includes the appointment of men of abil- 
ity, integrity and experience in the par- 
ticular field they will serve. 

“Based upon my past record in the 
administration of the affairs of the state 
in the various offices which I have held, 
I assure you that my selection of a di- 
rector of insurance will be based on the 
qualifications outlined with confidence 
that he will reflect credit upon my ad- 
ministration.” 


Daily Performance Is Analyzed 


J. J. Caplice, agency secretary of Ore- 
gon Mututal Life, has made an interest- 
ing analysis of the average daily per- 
formance of the company during each 
of the 3Q4 working days in 1939. He 
shows that the daily payments to policy- 
holders and beneficiaries were $4,800; 
daily increase in policyholders’ reserves, 
$3,208; daily increase in assets, $4,243; 
increase in surplus, $2,989; increase of 
insurance in force, $9,766; daily receipts, 
$10,872, and new insurance issued, 
25,407. 
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New Little Gem Chart 
Stresses Non-Competitive Use 


Showing both the incomes payable un- 
der the settlement options of present day 
contracts and the incomes available from 
contracts of former years, together with 
other important new features, the new 
1940 Little Gem Life Chart off THE 
NATIONAL UNDERWRITER press. Deliveries 
are now being made. 

This is the only book to show the in- 
come payable on both contracts of for- 
being 


mer years and contracts now is- 
sued. 

The abundance of changes in settle- 
inent options in recent years and the 


fact that data of this kind is an essential 
part of practically all modern effective 
selling methods make this income in- 
formation on old contracts—insurance in 
force for some years—just as important 
as that concerning new issues. In fact 
only with this broader coverage of in- 
come information is an agent really 
properly prepared to intelligently work 
with people on what their life insurance 
can do for them. 


Many Prospects Already Owners 


Many of the best prospects already 
own life insurance in other companies 
and honestly believe they have all they 
need. But when this insurance is trans- 
lated into the income it will provide, the 
need for additional insurance immedi- 
ately becomes apparent. When _ the 
agent focuses attention of what insur- 
ance can do and what the prospect really 
wants to accomplish in the way of in- 
come the prospect’s interest is immedi- 
ately aroused—because income interests 
everyone. With the new Little Gem 
the agent has the answers to thousands 
of income and other questions that come 
up in working with the important group 
of better prospects. Additional Little 
Gem tables show how much insurance 
is needed to accomplish practically any- 
thing that may be desired, what is avail- 
able from social security, how much 
would be needed to supplement social 
security benefits, etc. There are several 
hundred tables of incomes alone, cover- 
ing both present contracts and those 
issued years ago by over 100 different 
companies. 

Another new feature is a section pro- 
viding high spots concerning the larger 
companies in convenient quick-reading 
tabular form. In addition to 10 and 20 
year cost data, present scale and his- 
tories at age 35, these quick reference 
tables include cash values per $1,000 at 
55, 60 and 65, the incomes payable per 
$1,000 at 60 and 65 and some very help- 
ful data on the other non-forfeiture 
values, including when they are avail- 
able, whether they are participating or 
non-par, etc. 


Programming Section 


The complete programming section 
includes numerous reserve tables, a value 
interchange table from which knowing 
the cash value of a contract the user 
can easily get the paid up and extended 
values or visa versa; the rates of interest 
now being paid on policy proceeds and 
a dozen pages of special salesmaking 
income tables, charts, typical illustrative 
situations with their solutions, etc. In 
fact, when used individually and in com- 
bination with each other, these Little 
Gem tables will enable the user readily 
to determine the most effective plan as 
well as the insurance required to provide 
for the needs of almost any prospect’s 
situation. 

Throughout the new little Gem, stress 
has been laid on its strictly non-competi- 
tive or sales-making uses. Thé jacket 
which surrounds each copy gives and 
describes in detail with reference to 
actual Little Gem pages, numerous busi- 
ness- -building uses covering many of the 
typical situations that confront the agent 
frequently. Each of these may be easily 
modified, enlarged, or adopted to fit in 


with almost any individual's sales 
methods. 

Information on savings bank insur- 
ance as now written in both Massachu- 
setts and New York is included because 
of the need for it in those states and 
the current interest, in this subject 
nationally. Other important special sec- 
tions cover juvenile insurance, annuities, 
industrial. The 72 page section of finan- 
cial and operating reports including 
mortality ratios covers com- 
panies. 

In its 


own 


over 2335 


main section, the new Little 


Gem comprehensively covers policy Pro- 


visions 


ate; 


and 
including retirement, 
ability, double indemnity and intermedi-_ is 


to help wherever possible in the sale of 
larger-than- average policies. Larger type 
used than in other similar books, to 


practice; rates, 
special, term, dis- 


company 


cash values including those at ages make the Little Gem easier-to-read, 
55, 60 and 65 and the incomes payable pages are set the natural (horizontal) 
by these values, current settlement op- reading way to eliminate the necessity 


tion incomes; also dividends, costs, his- of frequently twisting the book; and the 
tories, accumulations, totals, averages, finest grade of expensive bible paper has 
etc., for over 160 companies. All the been used to keep the Little Gem from 


important Canadian companies are now 
shown in the Little Gem because of its 
increased use in Canada and since more 
of them are now operating in the north- 


being too thick or bulky. 

Copies of the new Little Gem may be 
obtained from any National Underwriter 
office or from the headquarters of the 


ern border states. Statistical division of THe NATIONAL 
P "NDERWRITER 420 Eas Dp 1 street, 
Information Carefully Selected p eape aot > _ East Fourth street 
j abe Cincinnati. [he single copy price is 

All of the information in the Little $2.50 but agents may obtain new Little 


Gem has been carefully 
presented 


selected and its 
manner to make it as 


Gems at reduced prices by ordering at 
3 g 


in a their company’s club rate. Deliveries are 


effective and as easy to use as possible. being made as rapidly as possible, in the 
Each typical showing is designed ac- same sequence as the advance orders 
cording to the selling point of view— were placed. ; 













Who doesn’t thrill when a hard hit ball splits 
the fairway. It isn’t sheer muscle — it’s timing 


that does it. 


A triumph of timing is the John Hancock 
Readjustment Income Plan—designed to deliver 
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TIMING DOES IT 


income exactly when it is most needed— during 
the critical period following a family-man’s death. 

And timely, too, are our national advertise- 
ments dramatically telling that story for John 
Hancock agents to millions of their prospects. 


JOHN HANCOCK MUTUAL LIFE INSURANCE COMPANY 


OF 


BOSTON, MASSACHUSETTS 
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WE'RE TOO BUSY WITH 
MANAGERS’ CONFERENCES 
TO WRITE AN AD 


This week we started our an- 
nual business conferences of 
District Managers, and there 
will be four of these group meet- 


ings within the next three weeks. 


During this time we are going 
to have our heads together with 
these fine District leaders from 
all over the field studying and 
planning ways and means to 
make Shield service to policy- 
holders and Shield protection 
for policyholders better than 


ever. 


That’s why we’re too busy to 


write an ad. 


NATIONAL LIFE 


AND ACCIDENT 
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NATIONAL 
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Companies, Agents 
Partners: Parkinson 


Equitable Chief Honors R. 
M. Ryan of Detroit on His 
30th Anniversary 


DETROIT — The life insurance com- 
panies and life underwriters in America 
are mutually engaged in a great under- 
taking, President T. I. Parkinson of the 
Equitable Society told the members of 
the Michigan branch at a banquet hon- 
oring R. M. Ryan on his 30th anniver- 
sary as manager. The agents cannot ex- 
ist without the companies nor can the 
companies exist and continue to service 
the public properly without the agency 
force, he declared. 

Life company officials are fully con- 
scious of the fact that they are trustees 
for other people’s money and no amount 
of investigation will show that they have 
any other conception of their jobs, he 
asserted. The record of the life insur- 
ance business and of its trusteeship is an 
open book that anyone who wishes to do 
so may peruse, he said. Company offi- 
cials have nothing to conceal and wel- 
come investigation for that reason. 


Public Hungry for Information 


The fact that the public is hungry for 
understandable information about the 
life insurance business and about life in- 
surance itself is clearly indicated by the 
reception given Equitable’s “humanized” 
statement entitled “Your Policy,” Presi- 
dent Parkinson said. Over 400,000 cop- 
ies of this brochure are being distributed 
by Equitable agencies throughout the 
country. It would have cost $80,000 of 
the policyholders’ money for postage 
alone to mail one copy to each policy- 
holder, so a great deal of money was 
saved by announcing the brochure in 
newspaper advertisements and offering it 
only to those who wanted them through 
the local offices. 

Paying tribute to Mr. Ryan’s ability 
and value to his company, Mr. Parkin- 
son said the Ryan agency has placed 
more than $350,000,000 of life insurance 
on the lives of Michigan residents in the 


30 years he has headed the agency, and 
more than $67,000,000 was disbursed to 
these policyholders and beneficiaries. In 
February the Michigan agency paid for 

2,000,000 on 600 lives in Mr. Ryan’s 
honor. 

Starting as an Equitable agent in 1905 
at the age of 18, Mr. Ryan became man- 
ager at Lansing office in 1910 and the 
same year was transferred to Detroit as 
Michigan manager. He built an organi- 
zation that within a few years was pay- 
ing for more than $1,000,000 a month, 
and maintained and accelerated that pace 
in following years. The agency now has 
branch offices in Battle Creek, Bay City, 
Flint, Grand Rapids, Jackson, Kalama- 
zoo, Lansing, Pontiac and Saginaw, all 
of which were well represented at the 
banquet. More than 200 agents and their 
wives attended. 


Other Managers Pay Tribute 


Mr. Ryan was toastmaster. A. P. 
Carroll, assistant secretary of the com- 
pany, conveyed the greetings of the 
home office staff; M. A. Nelson, St. 
Louis manager, and E. L. Carson, Mil- 
waukee manager, both close personal 
friends for many years, brought the con- 
gratulations of the Equitable managerial 
force and C. P. McLain, Ryan agency 
supervisor, represented the agency. 

Fifteen men who have been in the 
agency 20 to 30 years and their wives 
were seated at three tables directly be- 
fore the speakers’ table and drew a word 
of praise from President Parkinson, who 
asserted that the objective of the Equi- 
table is to keep as high a percentage of 
“career” underwriters in its agency force 
as possible. 


Span of Life Not Lengthened 

CHATTANOOGA, TENN. — Ad- 
vancing science has not been able to 
increase the span of life, popular opin- 
ion to the contrary, and man’s average 
stay on earth is still three score years 
and ten, J. R. Leal, secretary Interstate 
Life & Accident, told the Chattanooga 
junior chamber of commerce. 

He explained that while science has 
been able to save the lives of many 
babies that previously would have died 
at birth, thus increasing the number of 
years lived by large groups of people, 
the span of life for individuals has not 
been lengthened. 








Canada Life’s West Coast Promotions 








Cc. H. CARPENTER 


The Canada Life announces two im- 
portant west coast appointments. 

C. H. Carpenter, formerly supervisor 
for California and Los Angeles branch 
manager, has been promoted to Pacific 
Coast supervisor. He will continue as 
Los Angeles manager. E. E. Campbell, 
formerly field supervisor at Los An- 
geles, has been appointed assistant 
branch manager. 





E. E. CAMPBELL 


Mr. Carpenter joined the company as 
joint branch manager at Los Angeles 
in 1930. ‘In 1932 he was appointed 
branch manager and in 1936 was made 
supervisor for California. Mr. Campbell 
joined the company early in 1935. He 
was made district manager for Pomona 
in 1937 and field supervisor in Los An- 
geles in 1938. He is well known in the 
Pacific Coast territory. 
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Distinctive Dinner 
Honors Pacific 
Mutual Champion 


The first of nine presidents’ dinners 
in honor of championship agencies of 
Pacific Mutual Life was held in Chicago 
Monday evening with the glory 
descending upon the Earle S. Rappa- 
port agency of that city. It was a 
most distinctive event. The home of- 
fice was represented by President A. N. 
Kemp, Vice-president D. C. MacEwen 


and Advertising Manager F. R. Kerman. 
Other special guests included C. J. 





EARLE S. RAPPAPORT 


Zimmerman, Connecticut Mutual, Chi- 
cago, president National Association of 
Life Underwriters; L. Buckley, 
Provident Mutual, president, and Miss 
Joy Luidens, executive secretary Chi- 
cago Association of Life Underwriters; 
Assistant Insurance Director Roy L. 
Davis of Illinois; Lee N. Parker, presi- 
dent American Service Bureau; Robert 
McKenzie, Chicago manager American 
Service Bureau; L. R. Sams, division 
manager Retail Credit Company; Frank 
Elliott, vice-president Harris Trust 
& Savings Bank; J. M. Gantz, general 
agent at Cincinnati and Columbus for 
Pacific Mutual, and Attorney Whitney 
Campbell. 

In addition to members of the Rappa- 
port agency, all of the other Pacific 
Mutual general agents and their organi- 
zation attended, as well as representa- 
tives of the claim department, the medi- 
cal examiners and office employes. 


Agency One Year Old 


The Rappaport agency was_ estab- 
lished just a year ago. Earle Rappa- 
port had been assistant manager of the 

. E. Henderson general agency. Dur- 
ing the year the Rappaport office ex- 
ceeded its quota by the largest percent- 
age of any agency in the area. 


Mr. Rappaport proudly introduced 
the members of his agency. The lead- 
ing producer was Eugene Rappaport, 


one of the brothers, who is associate 
general agent. He was the leader in 
the agency in applications and volume 
in 1939 and placed seventh among all 
Pacific Mutual agents. He is not vet 
30 years of age. Another brother was 
introduced, he being Lester Rappaport, 
who has been in the business just one 
vear and qualified for the Big Three 
Club of the Pacific Mutual. 

Mr. Rappaport introduced Mr. Hen- 
derson, General Agent John L. Watts 
and C. H. Davis, head of the eastern 
railroad departments. 

Roy Davis gave a brief talk-in which 
he praised the mother of the Rappaport 
boys, who attended the party. Her late 
husband represented Pacific Mutual Life 
in Chicago 24 years. Hence, there is 
a great Rappaport tradition in Pacific 
Mutual. 

-Mr. Zimmerman said that such suc- 


cess as Mr. Rappaport has carved out 
is particularly inspiring in these days 
when a defeatist attitude is being ex- 
pressed in many quarters, when the 


theory is being advanced that this is 
a day of consolidation rather than 
growth. 


Mr. Gantz gave an inspirational talk. 
He said he is always proud to attend 
any championship meeting. Americans, 
he declared, want to be champions and 
that makes them a great people. 

Mr. MacEwen gave a pleasant talk. 
He referred to the long service with 
Pacific Mutual of the late Mr. Rappa- 
port. He said that life insurance 
reaches its greatest heights when men 
of long service are engaged in selling 
the long term contract of life insurance. 
He presented a 10 year service pin to 
Eugene - Rappaport. 


Mr. Kerman introduced a note of 
levity in his talk that was well received. 
The final speaker was President 


Kemp, who remarked upon the neces- 
sity to “rise against unfair attacks on 
things to which men have devoted their 
lives.’ He said that achievements in 
life insurance have been marked by 
three stages. First, life insurance de- 
veloped as an American business, then 
it achieved the stature of a great insti- 
tution and today it represents a great 
trusteeship. 


The head office group left Chicago 
for Lynchburg, Va., to conduct the sec- 
ond dinner in the series. 

Mr. Kemp granted an interview to 
the press while in Chicago. He talked 
about the TNEC investigation and 
stressed the fact that the insurance wit- 
nesses had not been fairly questioned. 
He pointed out that the insurance men 
questioned were not given ample op- 
portunity to supplement their answers 
to the direct questions the committee 
asked. Mr. Kemp also stamped as un- 
fair the committee’s contention that 
$500 a year was the average salary of 
the insurance salesman. He said that 
many agents are part time salesmen 
who write only one or two policies 
a year whereby they received as low as 
$50 for commission annually. 





Commissioners’ First Zone 
Meeting Gets Good Results 


LINCOLN, NEB.—Full approval of 
the plan adopted by the National Asso- 
ciation of Insurance Commissioners at 
Biloxi last December of holding zone 
meetings was given by all of the five 
commissioners from Zone 5 who met 
here with Insurance Director Smrha at 
his invitation. This is believed to be the 
first meeting of the kind held so far. 


Those in attendance were unanimous in 
the conclusion that they give an oppor- 
tunity to discuss not only questions of 
examinations, the primary purpose of 
the gathering, but numerous. other 
questions of importance, to a far greater 
extent than is afforded at the meetings 
of the national association where so 
much is attempted in a_ very ,limited 
time and where many distractions in- 
tervene. 

It was agreed that the states com- 
prising the zone shall furnish to Chair- 
man Harrison of Arkansas, a list of 
companies due for an examination in 
1940. Similar information will be as- 
sembled as to comets operating in 
the other five zones. With this infor- 
mation available it is hoped to make it 
possible for commissioners to make 
plans for the future in laying out the 
work for their examining forces, with 
economy of expense to the companies 
and of time for the commissioners. 

Local companies were hosts to the 
commissioners at Lincoln and Omaha, 
where problems of examination were 
freely discussed. Mr. Smrha says that 
the thought was freely expressed that 
through the holding of zone meetings it 
would be possible to bring about uni- 
formity in the functioning of insurance 
departments such as could not be ac- 
complished in any other manner. 
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At the Close of Our 39th Year of Service We Are Pleased to Report 
the Following Record of Continued Growth 
% In 
1808 1809 During 1899 
ARNE 5 52s s bye ula Wea oak a Rea rae $ 2,406,368.50 $ 2.653,870.34 10.2 
Total Assets ...... een .$ 4,750,758.50 $ 5,586,965.19 17.6 
Surplus to Policyowners..... wis d:aleve oa ge eie n'y ate a $ 748,465.71 14.0 
MI UIRORCU IBD ONOOE oo og dc oa naan cinvsacaaeencaoes $73,632,572.00 $81,036,223.00 10.0 
Number of Policyowners........................0.. 209,593 232,019 10.6 
Total Payments to Policyowners and Beneficiaries through December 31, 1939... $9,090,296.14 
December 31, 1939 
ASSETS 7 LIABILITIES 
MUNIN las colo tesinnic eoatac ae et $ 306,222.69 5.48 Policyowners’ Reserve ............. $4,359,702.00 
A fund to enable the Company A fund verified by the Actuary of the 
to make all payments promptly Alabama Insurance Department to be 
and take advantage ot invest- sufficient to meet all future obligations 
<a to our policyowners. 
tea aoe oe Claims Payable in Installments..... 70,899.58 
liquid asset. The present value of sums which will 
U. S. Government... .$121,363.90 fall due in the future on installment 
—_ sore and wine claims. 
oo , 4 ‘ - 
Public Utility af ae 197,356.91 ee 32,174.57 
—— and neee Awaiting proofs. 
Railroad ............. 1314.69 Premiums Paid in Advance. . 184,668.57 
F.H.A. Insured Mortgages.... 1,077,682.64 19.29 Many policyowners have paid premiums 
In event of foreclosure, to be in advance. 
recor Ol lg anid Rennave for renin not Applied 5,363.85 
remiums paid but not yet credited pend- 
cae oe vee panies 1,750,328.31 31.33 ing further information. 
ding f thl ual 
peavicing Sx, sonthly oF casa Reserve for Taxes. «3-2 --ps2;,  20:294.00 
cenensbetnd their og erro faxed. We estimate this amount will be 
uring all our previous history. bl 1940 l aides fe 
Policy Loans ............... 877,308.48 15.70 ee 
Funds we have gladly advanced Unearned Interest ............ 20,970.38 
to our policyowners upon the Interest paid to the Company not ye 
security of their policies. fully earned. 
i OS eee 337,750.00 6.05 
ee ee Of Building Retirement Fund for Agents and Em- 
ooened = South 20th Street in MINS ou oo i'd ddneaee wk 48,947.13 
Ce 85,200.00 1.52 Other Liabilities ..-.......... -.-. 60,539.40 
Acquired by foreclosure " of aries, rents, office expenses, etc 
mortgages. accrued but not due. 
2s — Under Contract... — , = Reserve for Contingencies......... 35,000.00 
Comrie a ae — Capital Stock ............ $300,000.00 
whichever is lower. TRI Sct resetes Sides 448,465.71 
Prem. in Course of Collection 46,441.05 83 
Premiums due but not yet re- Surplus to Protect Policyowners aes 748,465.71 
ceived by us on December 3lst. In addition to the required legal re- 
Int. & Rents Due & Accrued 23,106.19 Al serves, this amount is available for the 
On Bonds, Mortgages and Real further protection of our policyowners. 
Estate. 
Total Admitted Assets. . .$5.586,965.19 100.00 Total Liabilities ................ $5.586,965.19 
*A list of securities owned by the Company will be furnished on request. 


\——LIBERTY NATIONAL LIFE INSURANCE Co.— 


BIRMINGHAM, ALABAMA 
FRANK P. SAMFORD, PRESIDENT 
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Difference of View 
Among Executives 


Many Do Not Look 
with Favor on Further 
TNEC Report 


NEW YORK—Owing to the fact 
that there are differences of opinion 
among insurance executives as_ to 


whether any brief should be filed with 
the Temporary National Economic 
Committee at Washington or whether 
a hearing should be requested in order 
that life insurance could have a true pic- 
ture of its achievements and operation, 
it seems probable nothing more will be 
done. The suggestion was made that, 
owing to the line of questioning at the 
hearings life insurance was not clearly 
and squarely presented. Therefore, an 
appeal was made to Chairman O’Ma- 
honey of the committee, who responded 
that life insurance could have a supple- 
mental hearing in order to bring out 
facts that it desired, but at any such 
hearing there would be cross examina- 
tion and it must be understood that any 
further information filed would be sub- 
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ject to rebuttal. Evidently many of the 
executives fear that in any attempt that 
life insurance might make to present 
its cause more definitely the waters 
would be muddied and nothing would 
be accomplished. 


Want the Records Clear 


Those advocating a further brief seem 
to feel that, while it would not be so 
necessary for the immediate present to 
have a clarification of the subject, yet 
in years to come any review of these 
records might leave an entirely errone- 
ous opinion. Therefore, these executives 
declare that there should be a clarifica- 
tion of life insurance and it should be 
presented by the institution itself. Some 
of the executives believe that life insur- 
ance might become involved in a polite al 
football match that would not be of any 
advantage, if anything. more is done. 
Therefore, the question is simmering and 
it is not expected to reach the boiling 
point. 

The Travelers will operate on a five- 
day week this summer beginning in 
July and continuing until after Labor 
Day. It will remain closed from Thurs- 
day, July 4 till the following Monday. 
Connecticut General Life will close Sat- 
urdays from May 4 to Oct. 1. Both 
companies will observe daylight saving. 

















You are cordially invited to attend 
Open House to be held at the newly 
| remodeled and redecorated | 
| Home Office Building | 
| April fifteenth to nineteenth, inclusive | 


| Nine A. M. to Ten P. M. daily 


| THE FRANKLIN LIFE 
INSURANCE COMPANY 


SPRINGFIELD, ILLINOIS 
CHAS. E. BECKER, President 


56 Years of Distinguished Service 
Over $177 500,000.00 Insurance in Force | 
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‘Gotischall F avors 


‘Directional Devices’ 


Walter L. Gottschall of Chicago, di- 
rector of agencies of Equitable Society, 
in addressing the Life Managers & 
Agents Association of Columbus, O., 
recommended the use of directional de- 
vices that would force the management 
staff, at regular intervals, intelligently 
to be in the presence of their agents. 
He observed that agency managers, gen- 
eral agents, district managers and all 


organization men fundamentally want to 


WALTER L. GOTTSCHALL 


direct the activities of their agency force 
but because of the manifold duties at- 
tendant to their jobs, their performance 
resolves itself down to a desire rather 
than actual direction. 

Mr. Gottschall divided each agency 
force into two classes—the producer 
and the non-producer. Under each head- 
ing he makes a division as between old 
organization and new _ organization. 
None of these four groups should be 
over emphasized nor neglected, he said. 
Unless some definite procedure is fol- 
lowed to control and direct these four 
groups there will continue to be a high 
turnover of agents, he declared. 


Makes Four Divisions 


For the purposes of classification, Mr. 
Gottschall said that a producer should 
be considered as one who had business 
in the mill. A non-producer is one who 
had not forwarded an application the 
first 10 days of the month. Such a man, 
particularly in metropolitan areas, is 
likely to be an economic problem if he 
is permitted to be non-productive be- 
yond that period of time. 

Mr. Gottschall said that the most pro- 
lific source of new organization is the 
old organization. The managers accord- 
ingly, he said, are standing in their own 
way by not developing more successful 
old organization men who will be en- 
thusiastic because of their own progress. 

Mr. Gottschall pointed out that when 
a man leaves the insurance business dis- 
couraged, he creates in his community 
a situation that makes difficult the re- 
cruiting of any one that has come within 
his sphere of influence. 

The speaker suggested the advisabil- 
ity of devoting much intelligent effort 
on men who had reached certain 
plateaus in their activity. such as pro- 
ducers with a $100,000 level for two or 
three years. Any progress that they 
would make from that point on would 
be entirely dependent upon intelligent 
direction from the management. 





Roy L. Davis, assistant insurance 
director of Illinois, has been named one 
of the administrators of the estate of 
F. Lynden Smith, the Illinois director 
of public works whose death March 9 
proved to be one of the major political 
incidents in the current campaign. Mr. 
Smith and Mr. Davis were friends from 
boyhood days in Pontiac, Ill. 


Persistency Factor 
Is Being Studied 


Report Made by Commit- 
tee of Life Insurance Sales 
Research Bureau 


The committee on persistent business 
of the Life Insurance Sales Research 
Bureau has issued a comprehensive 
study of the age factor in the persist- 
ency rating chart, together with related 
data. The study was “compiled by it. Fi. 
Steiner, secretary of the Connecticut 
Mutual and chairman of the committee. 
Leon R. Case of the actuarial depart- 
ment of the Connecticut Mutual assisted 
the committee by undertaking the exten- 
sive actuarial work necessary in the 
preparation of the study. 


Persistency by Age Groups 


Part I, the fifth in a series released 
by the committee in the past year, in- 
dicates the procedure for revising the 
persistency rating chart to predict per- 
sistency more accurately by age groups, 
and, in an accompanying appendix, gives 
the actuarial basis and supporting data 
for the study. With the usual chart, 
it is difficult for a young applicant to 
get a good rating. Of particular inter- 
est is the conclusion that under present 
conditions, the companies studied are 
justified in giving extra credits to the 
younger age groups on their particular 
forms of persistency rating chart, if per- 
sistency prediction is the chief purpose 
and such action fits general company 
policy. 

Part II is valuable allied material 
which by relating earnings of general 
agents and agents to the persistency 
rating of their business shows graphic- 
ally the advantages of writing quality 
business. While not directly related to 
the age ‘factor, this second section con- 
tains highly significant and interesting 
material which will be of value to agency 
executives. 





Purdue University Offers 
Two Short Courses 


LAFAYETTE, IND.—Purdue Uni- 
versity has just issued a new catalogue 
covering its 1940 short course in rural 
life-underwriting, to be held at the uni- 
versity, starting July 8. 

Because of the success of last year’s 
short course, this year’s school will be 
expanded into two sections. The first 
section, July 8-13, will follow generally 
the same outline as last year. It will 
take up in brief review the basic prin- 
ciples of life insurance, but the major 
effort will be on successful selling meth- 
ods in farm and rural city territory and 
the practical discussion of every-day 
field problems. 

The second section, July 15-20, will 
develop further many of the subjects of 
the first section, then take up the more 
involved subjects of programming, busi- 
ness insurance, tax problems, simple 
principles of risk selection, etc. The last 
part of Section 2 will discuss those sub- 
jects that open up broader concepts of 
the institution of life insurance, such as 
building a rural clientele, conservation. 
the social security act, life insurance in- 
vestments, contribution of life insurance 
to the community, etc. 





Charles W. (“Daddy”) Schick of Chi- 
cago, who represented the New York 
Life for 56 years and was nationally 
known in the American Legion, being 
a member of its national defense com- 
mittee, died due to a heart attack at the 
age of 838. He was an agent in the 
central branch managed by Agency Di- 
rector J. S. Frederickson. 

Mr. Schick moved to Chicago in 1900, 
becoming a general agent of New York 
Life. He was a large producer. In 
1933 he paid for $676,000 and for many 
years he averaged about $500,000. 
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Important Facts Brought 
Out in Dr. Cook’s New Book 


MINNEAPOLIS—Accidents and tu- 
berculosis are the number one and num- 
ber two causes of death among Amer- 
icans under 40, although “T.B.” has 
been reduced to a poor sixth for the pop- 
ulation as a whole. Among the chance- 
taking younger age groups between 10 
and 29, accidents cause one death out 
of every four. But for the entire U. S. 
population, including all ages, heart- 
arterial diseases are far and away the 
number one killer, causing almost a 
third of all deaths, or three times the 
fatalities caused by cancer, the second 
greatest cause of death among the gen- 
eral population. 

The above are some of the facts 
brought out in the new book, “Issued as 
Applied For,” by Dr. H. W. Cook and 
H. W. Cook, Jr. Dr. Cook is vice- 
president and medical director of North- 
western National Life, and a past presi- 
dent of the Association of Life Insur- 
ance Medical Directors. 


Two Most Disastrous Influences 


The two most disastrous influences 
on life insurance mortality figures since 
the turn of the century were the influ- 
enza epidemic of 1918, which in six 
months killed more people than the 
World War did in four years, and the 
great depression which started at the 
end of 1929, Dr. Cook brings out in his 
book. Contrary to popular belief, the 
depression did not raise the déath rate 
of the general population; however, - it 
made a serious increase in the mortal- 
ity rates of life insurance companies and 
a greater increase in the losses paid. 
There was a marked increase in suicides 
during the depression, which made a 
very small factor in the general mor- 
tality figures but a large one in the in- 


surance business because many of the 


suicides were man of formerly sub- 
stantial means, who were heavilv in- 
sured—many of them “million dollar 


risks.” The heaviest burden of the de- 
pression fell on men of large affairs; 
the mortality among this class was 
heavy from heart disease as well as 
suicide. A second influence of the de- 
pression was of course an increased 
lapse rate, which was heaviest among 
the healthy “good risks.” Policyholders 
who were in poor health, or who were 
for any reason poor risks, naturally 
made greater effort to keep their insur- 
ance in spite of hard times than did per- 
sons who felt they could readily secure 
insurance again when times grew better. 
This resulted in higher mortality aver- 
ages, and heavier death losses for the in- 
surance companies to pay. 


Leading Causes of Rejection 


The book was written as a guide to 
life agents, to help them in the selectiton 
of prospects. The volume quotes a 
study previously made by the company 
showing the leading causes of rejection 
of applicants for insurance to be, in or- 
der: First, abnormal blood pressure; 
second, immoderate use of alcohol; third, 
heart impairments; fourth, urinary im- 
pairments; fifth, morals and reputation; 
and sixth, overweight. 

Excessive use of alcohol makes a risk 
“heavily ratable or uninsurable and im- 
pairs life expectancy,” according to the 
book. Death from alcoholism is only 
one of several hazards resulting from 
this cause, the book states, chief of 
which are increased frequency of acci- 
dents, suicide, insanity, heart disease, 
tuberculosis, pneumonia, and ulcers of 
the stomach, among alcoholics. 








Piloted New York City’s 
“Streamlined” Sales Meet 

















LEON GILBERT SIMON 


Leon Gilbert Simon, associate general 
agent Equitable Society, was chairman 
of the committee in charge of the New 
York City Life Underwriters Associa- 
tion’s highly successful “streamlined” 
sales congress and presided at the after- 
noon session. C. Wuerth, North- 
western Mutual, vice-chairman. con- 
ducted the morning meeting. Other 
committee chairmen were H. N- Sloane, 
supervisor Prudential, attendance; Elias 
Klein, manager Travelers, publicity; J. 
M. Fraser, general agent Connecticut 
Mutual, reception; and W. S. Verplanck, 
Mutual Life, staging. 

The congress was one of the best 
ever held in that city. 


N. Y. Legislature 
Adjourns; Passes 
Novel Tax Bill 


NEW YORK — The 1940 session of 
the New York legislature adjourned at 
midnight Saturday. Governor Lehman 
has 30 days within which to act upon 
the bills that were passed. 

One of the bills that passed is the one 
that provides a special tax upon domes- 
tic insurers to make good any expense 
of the insurance department that is not 
covered by fees and refunds (not pre- 
mium tax). That means that the pre- 
mium tax, which constitutes the great 
source of revenue from insurers would 
be turned over intact to the state treas- 
urer for the general fund. The expecta- 
tion is that Governor Lehman will sign 
the measure. 

The bill originally provided for a tax 
upon foreign insurers as well but it was 
amended to hit only domestic insurers ’ 
so as to save New York companies from 
retaliatory taxation in other states. 


Unclaimed Funds Law 


Almost on the eve of adjournment the 
legislature repealed the law by which it 
attempted to force companies to turn 
over unclaimed funds to the state. The 
legislature enacted in its place a much 
less objectionable law which makes no 
attempt to reach policy reserves or an- 
nuity reserves, which are in some cases 
subject to the existing law. This 
change, if approved by the governor, 
will eliminate the need for carrying fur- 
ther the test suit which was brought a 
few months ago with New York Life 
as the plaintiff. 

The legislature amended the insur- 
ance law to permit companies to write 
the usual types of war clauses for both 
life and disability and also clarifies the 
law on insurance issued on the lives 


of minors. It also amended the law 
covering savings bank life insurance ex- 
tensively, authorizing a central guaranty 
fund in place of the individual guaranty 
funds, thereby making it possible for 
additional banks to join the system 
more readily. However, fears that the 
savings bank life insurance system 
would be removed from the insurance 
superintendent’s jurisdiction by the new 
amendment were dissipated. It was 
made clear that the insurance depart- 
ment still has authority over the banks’ 
insurance departments. 
Among the measures 


which might 


have been troublesome if they had 
passed were the bill limiting the time 
which funds could be held under set- 


tlement options, which was so ambigu- 
ous as to threaten widespread compli- 
cations; the bill to force domestic 
companies to elect a director from each 
of the nine judicial districts of the state: 


also bills which would have changed 
surrender values, policy loan interest 
rates, and mortality tables. 


Hold Hartford Congress April 26 


HARTFORD—The sales congress of 
the Connecticut Association of Life Un- 
derwriters will be held in Hartford 
April 26. Previous announcement of 
the date was incorrect. 


Substituted Seve Law 
Doesn't Bar Road of 
Insurer to U. S. Court 


An interesting issue involving applica- 
tion of the law under which an insurer, 
licensed in Pennsylvania, appoints the 
insurance commissioner as its agent to 
accept service in the state, has been re- 
solved in favor of the insurer by the 
federal court in Gorgone vs. Maryland 
Casualty. Gorgone sought to prevent 
Maryland Casualty irom removing the 
case to the federal court on the ground 
that the statute under which Maryland 
Casualty appoints the commissioner as 
its agent to receive service, prohibits the 
removal of the case. His contention was 
that the state has the right to force a 
foreign insurer to waive its rights to 
remand cases to federal courts as a pre- 
requisite to doing business in the state. 

The court held that if the statute 
should be given the plaintiff’s construc- 
tion, it would be in violation of the fed- 
eral constitution. In appointing an 
agent to accept service, a foreign corpo- 
ration does nothing more than give venue 
and jurisdiction of its person to the 
courts sitting in that state. Where a 
diversity of citizenship between the liti- 
gants in a suit is present, that fact gives 
jurisdiction to the federal courts. 





So Yin Going Mack LT = 0s 


A FRUE EXPERIENCE 





Dear Boss: 





car, | started talking 


Lucas. 


for me.” 


for a few years, 


contract, using the B. M. A. on 


Protection idea did the trick. 


won't have any ‘“‘money worries” 


back now 





did for Lee. 





The other day while ! was waiting to have the generator fixed on my 
to the garage owner whose name was Lee 
1 told Lee that if he could qualify 
pay him an income during disability and also pay his and the entire family's 
hospital bills. Well, first thing you know he said, ‘See if you can get that plan 
Then he introduced me to four other people 

who have since purchased similar plans. 
Lee needed now was to arrange for his income to go to his wife 


if he didn't come back from the hospital. 


went to see him and explained how we'd tie this right in with his disability 


I got to thinking then, how well this All-Ways 
Plan ends my ‘‘Money worries” by fixing it so my policyowners OG 
no matter what happens. 


to take care of those other four just the same as | 


my company would 


Sse 


But that's not all. | decided what 


So | 


All-Ways Plan. Well, this Complete 


So I'm going 


aM 
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KANSAS CITY, MISSOURI 
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Warns Fire-Casualty 
Men of TNEC Threat 

In speaking before the Insurance 
Club of Chicago, Charles J. Zimmer- 
man, general agent for Connecticut 
Mutual Life in Chicago and president 
of the National Association of Life Un- 
derwriters, said that two implications 
vestigation. The first was the substi- 
tuting of federal control over insurance 
instead of state control, and the second 
was the participation of the federal 
government in the selling of insurance 
in competition with privately owned 
companies. 

Taking the first implication, the 
speaker pointed out that proof of this 
statement came from the lips of Senator 
O’Mahoney of Wyoming, chairman of 
the committee. The senator once said 
that a business of such national scope 
should be controlled nationally. As 
grounds for the second implication Mr. 
Zimmerman turned to the suggestion 
forwarded by Senator Wagner of New 
York that annuities be sold over the 
counter of the United States post- 
office. 

Mr. Zimmerman proceeded to show 
why neither of these theories would be 
wise to accept. Each state has its own 


individual problems and if supervision 
in one or two states becomes unworthy, 
there is a possibility of federal control 
becoming disreputable. ‘“Wouldn’t a 
clean slate in 46 states be more profit- 
able to the insurance company and the 
policyholder than disreputable super- 
vision in every state at the same time?” 
Mr. Zimmerman asked. 

The Canadian government in selling 
annuities, has suffered a loss each year. 
“Ts it not better that the privately 
owned companies, which at the end of 
1938 had a market value of assets of 
some $200,000,000 greater than the book 
value at which they were entered, be 
the salesman of the business?” he in- 
quired. 

Mr. Zimmerman quoted Gerhard 
Gesell, special counsel of the insurance 
study, as saying: “We don’t want life 
insurance men, the boys we're after are 
the fire and casualty men.” 

“This is not a political issue we have 
before us,’ Mr. Zimmerman warned, 
it is an economic problem. It is about 
time that all types of insurance busi- 
ness get together and stop fighting. I 
should like to see all insurance people 
take an interest in this problem, because 
we have a pretty good form of govern- 
ment right now. But if we don’t wake 
up and realize it we may lose this form 
of government.” 
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We offer our Field Force: 
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OVER 350 FIRMS 


Have adopted the Minnesota Mutual Pay-Roll-Deduction- 
Family-Policy plan for building employee good will. I+ in- 
volves no cash outlay, practically no expense. Employees 
may choose any policy arrangement including our new 
Family Policy, with convenient, automatic monthly pay- 
ments through payroll deductions and important savings in 


A liberal agency contract. 

A plan for financing your agency. 
Accounting methods to guide you. 
Proven plans for finding—training agents. 
A liberal financing plan for your agents. 

A unique supervisory system. 

Organized Selling Plan. 

Unusually effective selling equipment. 


Policies for every purpose: 
Juvenile—Women—Group—Payroll Savings, etc. 


Low monthly premiums. 


A $230,000,000.00 Mutual Company, 60 years old with an 
understanding, cooperative Home Office. 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


Saint Paul, Minnesota 


Regular—Family— 











Agents’ Income Data 
Sought in Survey 


National Association 
Takes Steps to Get Truer 
Picture of Situation 


NEW YORK — A _thoroughgoing 
questionnaire on agents’ compensation, 
the first step in an attempt to compile 
authoritative information on this prob- 
lem, will go to every member of the Na- 
tional Association of Life Underwriters 
with the April issue of “Life Associa- 
tion News,” it has been announced by 
Ray Hodges, Ohio National Life, Cin- 
cinnati, chairman of the committee on 
agents’ compensation. 

“In the testimony by Charles J. Zim- 
merman, president National association, 
before the TNEC, considerable mention 
was made of agents’ compensation,” 
said Mr. Hodges. “Charts were intro- 
duced purporting to show agents’ earn- 
ings, but they were admittedly inade- 
quate. No provision was made for the 
fact that incomes are often diffused 
when agents place business in two or 
more companies, or when their life busi- 
ness is supplemented by general insur- 
ance, both frequent occurrences. Since 
the TNEC gathered its statistics from 
individual companies, they had _ no 
method of. rectifying these disparities.” 


Will Give Truer Picture 


Since the National association ques- 
tionnaire will go to the agents them- 
selves, according to Mr. Hodges, the re- 
sults will give a far truer picture of the 
situation. Questions include the amount 
of time the agent has been in the busi- 
ness on a full-time basis and on a part- 
time basis, the amount and kind of fi- 
nancial assistance received during his 
first year, gross and net income and 
investment in his business during the 
past two years. There is also provision 
for the underwriter to list income from 
“your own company, other life compa- 
nies, other insurance companies and 
other sources,” and the estimated total 
future values of deferred first year and 
— commissions from life insurance 
only. 

The questionnaire closes with several 
queries on the agents’ attitude toward 
company pension plans and federal so- 
cial security benefits. Managerial mem- 
bers as well as producers will be asked 
to reply in the study, so that the ques- 
tion of their compensation may also be 
clarified. 

“If a representative number of Na- 
tional association members reply to this 
questionnaire,’ Mr. Hodges said, “it 
should prove to be extremely valuable 
in finding out exactly how much agents 
are earning today, what their prospec- 
tive earnings are under the present sys- 
tem of compensation, and what their at- 
titudes are toward pension plans.” 





Fern to National of Vt. 
as Newark General Agent 


Fred S. Fern, for many years an 
agency manager of the Equitable So- 
ciety in New York City, has been ap- 
pointed general agent in Newark by 
the National Life of Vermont, succeed- 
ing A. R. Metcalf, who continues as 
associate general agent. 

Mr. Fern entered life insurance in 
1908 at the Prudential home office and 
after serving several other companies 
joined the Equitable in 1921, becoming 
agency manager in 1925. He resigned 
last year to join the W. H. Bender, Jr., 
agency of the National Life in New 
York City. He has been a very large 
personal producer, some of his individ- 
ual cases exceeding the million dollar 
mark. 

Mr. Metcalf was the National Life’s 
first general agent in Newark, having 
been appointed in 1932. Before that he 
was an agent of the State Mutual Life 
in Springfield, Mass. 


Plan Southern Round Table 





Program for “Ad” Men 








J. B. TROTTER 


The theme of the meeting of the 
southern round table of the Life Ad- 
vertisers Association at New Orleans, 
April 11-12, is “Creating, Earning and 
Winning of Field Confidence, Appre- 
ciation and Cooperation.” 

Members will stage several skits to 
emphasize certain points in connection 
with that theme. Three citizens of New 
Orleans will serve as judges of the 
exhibit. They are: Fred I. Meyers, Bet- 
ter Business Bureau; Malcolm Dinwid- 
die, president Life Underwriters Asso- 
ciation of New Orleans, and Joe Killeen, 
president Fitzgerald Advertising Agency. 


Eight Exhibit Classifications 


The usual 13 or 14 classifications of 
exhibits are being reduced to eight, they 
being insurance journal advertising, 
magazine advertising, newspaper adver- 
tising, sales promotion, direct mail, pub- 
lications to agents, publications to pol- 
icyholders, and recruiting material. 

The group will be welcomed by Dr. 
E. G. Simmons, executive vice-president 
of Pan-American Life, who is to be 
presented by J. Bruce Trotter of that 
company, vice-chairman of the round 
table. Response will be voiced by Wil- 
liam Sexton, Great Southern, who is 
round table secretary. 

Karl Ljung, Jefferson Standard, presi- 
dent of the L. A. A., will present 
visitors and guests, and introduce the 
new members to whom membership cer- 
tificates will be presented. 

Bart Leiper, Provident Life & Acci- 
dent, secretary of the L. A. A., will co- 
operate in developing the first skit to be 
presented the opening morning, stress- 
ing the creating of confidence in the 
field forces. 


Dramatizations Developed 


Lorry A. Jacobs, Southland Life, is 
developing the dramatization for the 
morning session, April 12, around the 
theme of “Earning Field Appreciation.” 

Rex B. Magee, Lamar Life, is doing 
the same under the title, “Winning Field 
Cooperation.” 

One entire business session will be 
devoted to a study of the exhibits, this 
feature being in charge of Powell 
Stamper, National Life & Accident, 
chairman of exhibits. 

A number of entertainment features 
are announced by Mr. Trotter, as chair- 
man of the local arrangements. These 
include a banquet, a dance and a moon- 
light ride on the Mississippi river. 


McGee Retires at Greenvile 


H. J. McGee has retired as Greenville, 
S. C., general agent of the New Eng- 
land Mutual. No successor has been 
named as yet. 
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Masachusetts Figures on 
1939 Life Business Given 





There was a total of $295,983,515 or- 
dinary life business written in Massa- 
chusetts last year, and the total ordinary 
in force in the sttae was $3,375,262,157, 
according to a tabulation of figures from 
the annual statements to the insurance 
department. 

Industrial written there last year to- 
taled $134,780,273 and the in force fig- 
ure was $1,168,828,392. New group writ- 
ings in the state in 1939 totaled $84,718,- 
039 and total in force was $442,207, 898. 
The figures for individual companies, ss 
indicating industrial and “G” signifying 
group, while the figures not otherwise 
indicated are ordinary business, are: 
Ordinary———, 





Companies Written In Force 
Bt rer cr $ 599,097 4,853,483 
BOURNE Mii oe eee Ke 5,223,044 67,016,675 

G. 10,446,106 66,211,219 
Bankers Nat..... 1,447,491 6,010,291 









HeOrhenbire «2... 1,817,523 23,244,806 
Boston Mut...... 4,396, 638 24,796,748 
I. 14,961,187 52,268,871 
Columbian Nat... 3'468,039 16,247,644 
| oe eee 15,631 
Ga. 1,108,000 1,059,819 
Conn. Gen. ..60.5 4,847,132 55,489,694 
G. Z; 660, 310 13,766,088 
Conn. Mutual.... 4,594,585 43,881,530 
Continental Amer. 11276,894 3,023,95 
Equitable, Ia..... 270,751 3,790, 
Equitable, N. Ye 9,764,272 178,195 
I. »,696,344 45,72 
Expressm., N. Y ‘ 5,500 79 
Farmers & Trad. 470,730 1,446 
Fidelity Mut..... 1,567,469 4 ; 
Guardian or 1,02 =f 
NCR aa wdc dcars wo 1,98 4 : 
John Hancock... 47,917,35 3 B51, 
T. 46,345,662 358,103,707 
G. 12,297,860 77,216,790 
Lincoln Nat...... 2,974,018 8,543,945 
G. 5,285 27,325 
Loyal Protect.... 46,278 154,86 
Mass. Mutual.... 9,577,845 140,081,418 
Mass. Protective. 65,075 824,271 
Metropolitan .... 59,560,030 755,490,985 
I. 43,567,979 489,382,837 
G. 25,123,852 133,158,780 
Ministers Mut.... 19,500 269,469 
MOMATch ......+. 708,175 3,057,233 
Morris Plan 2,000 3,000 
1,336,251 1,329,001 
G 3,863,960 2,310,358 
Mutual Life ..... 5,278,508 113,106,067 
Mutual Benefit... 4,867,845 74,044,646 
Mutual Trust.... 1,442,224 18,282,751 
ae 1,681,874 43,258,388 
New England.... 14,614,906 204,489,345 
N. Y. Life. 12,158,§ 207,476,473 
No. Amer. 392,8 1,729,700 
Northwtrn. “Mut 3,962,244 91,934,73 
Paul Revere .... 93,468 479,191 
Penn Mutual..... ,683,882 42,942,682 
Phoenix Mut..... 645,47 90,409,414 
Provident Mut.... 3,826 76 na 368 


Prudential 





Savings Bank.... 24,849,771 161' 308. 980 
G 168,850 10,870,500 
Security Mut.. 2,572 2°658.983 
Shenandoah .. 9,123 185,145 
State Mutual. 5,356,285 103,728,506 
Sun Life, Can. 787,946 51,551,756 
G 398,472 3,157,763 
TFAVeIers. 2... 6s 0» 7,429,909 92,273 
G. 11,986,164 53,694 
Union Central.... 3,207,671 1,26 
Union Labor..... 132,929 a 
201,000 
Union + ig aa 1,035,698 ; 
Un. L. & A. 947,354 5678-13 1 


Hirst, Acting te for N. A. L. me 
Hits Counsellors’ Methods 


NEW YORK—Albert Hirst, counsel 
New York State Life Underwriters As- 
sociation, who is acting as special coun- 
sel to the National Association of Life 
Underwriters in investigating the fee 
counsellor situation, this week called at- 
tention to distortions of facts in state- 
ments made by two counsellor firms. 
One of these is Policyholders’ Ad- 
visory Council, operated by Morris H. 
Siegel, about whom Mr. Hirst wrote 
an article recently in the New York 
City Life Underwriters Association’s 
publication, “The Bulletin.” Mr. Siegel 
issued a flippant statement denying Mr. 
Hirst’s accusations. To this Mr. Hirst 
now replies that there is a wide dis- 
crepancy between two of Mr. Siegel’s 
statements. 

Mr. Hirst points out that Mr. Siegel 
said that in 1938 some 16,000~-persons 
registered at his office, 25 percent pay- 
ing a service fee averaging about $20; in 
1939 about 30, 000 registered, 38 percent 
Paying the service fee; that up to Au- 
gust, 1939, the firm’s ‘business roughly 
doubled each six months. Mr. Hirst 
contrasts these figures with Mr. Siegel’s 


sworn complaint, verified Nov. 30, 1939, 
in which he charged the Metropolitan, 
Prudential and various persons with 
conspiring to drive him out of business 
and causing heavy loss of business. He 
seeks $750,000 damages. 

The other firm cited by Mr. Hirst is 
A. L. Wolff & Co., New York City, 
headed by Sidney Elliott W olff, cotton 
broker, who is head of the New York 
Savings Bank Life Insurance League. 
In one news letter the Wolff firm quoted 
a statement from the testimony of 
President T. I. Parkinson of the Equit- 
able Society before ‘the TNEC which 
unfairly made it appear that he was in- 
different to the problem of net costs, 
while in a second news letter a lengthy 
quotation was made from an address of 
A. P. Lange, insurance buyer, Hale 





N. W. Mutual Philadelphia 
General Agent Dies 








R. U. HERGESHEIMER 


Russell U. Hergesheimer, general 
agent of the Northwestern Mutual Life 
in Philadelphia, died suddenly after a 
heart attack in his office. He had been 
senior partner of the Hergesheimer & 
Finkbiner agency in Philadelphia for 10 
years, being associated with A. C. F. 
Finkbiner. He was an active worker 
in local, state and national associations, 
and was vice-chairman of the Philadel- 
phia committee planning for the annual 
convention of the National Association 
of Life Underwriters there next Sep- 
tember. He had been president of the 
Philadelphia association and _ national 
committeeman. 

Born in Haddonfield, N. J., in 1890, 
Mr. Hergesheimer gained his _ initial 
business experience with the Philadel- 
phia & Reading Railroad and then was 
in the wholesale leather business in 
Philadelphia. He became a_ special 
agent of the Northwestern Mutual in 
1921 under C. B. & H. M. Taylor, gen- 
eral agents there, and developed into 
one of the leading producers. Jan. 1, 
1930, he formed a partnership with Mr. 
Finkbiner and they were appointed gen- 
eral agents to succeed the Taylor 
brothers, who retired. Active in the af- 
fairs of Northwestern Mutual associa- 
tions, he was recently honored at a zone 
meeting of the General Agents Associa- 
tion. 

A large number of friends attended 
the funeral services. In addition to as- 
sociates in the general agency, the 
Northwestern Mutual was represented 
by Col. Howard Greene, Christiana, 
Del., company trustee; C. L. McMillen, 
New York; R. L. Baldwin, Washington, 
D. C.; R. L. Law, Baltimore; C. A. 
Votaw, Scranton; H. L. Smith, Harris- 
burg: G. K. Reynolds, Lancaster, and J. 
W. Heinekamp, Trenton, all general 
agents: Ralph E. Perry, assistant secre- 
tary; W. R. Chapman. assistant director 
of agencies, and J. P. McDonald, agency 
assistant, from the home office. 


Bros. department store, San Francisco, 
which applied only to general insurance 
but which the news letter’s life insur- 
ance clients would assume to be directed 
at life insurance, since the kind of in- 
surance was not indicated in the section 
quoted. 

Mr. Wolff was recently suspended 
for a six-month period by the Cotton 
Exchange. Exchange officials would 
not divulge the exact nature of the of- 
fense beyond saying it was for “in- 
fraction of the rules.” Mr. Wolff 
refused to comment. 


Luncheon for Camps 


Manuel Camps, Jr., general agent John 
Hancock Mutual Life, New York City, 
was given a surprise luncheon by 16 
members of his agency on his birthday, 
March 27. Frank McCaffrey, brokerage 
supervisor, presented him $103,000 busi- 
ness produced by the agency in a one- 
day effort. 


Mutual Trust Regional Is 
Held at Fort Dodge, Ia. 


Mutual Trust Life held the second 
in a series of regional sales meetings 
at Fort Dodge, Ia. Open forums were 
conducted on prospecting and also on 
the flexibility in settlement options. L. 
H. Minkel, Fort Dodge, spoke on the 
subject of the many compensations that 
accrue to the agent who is willing to 
invest his time in giving extra service. 
F. C. Repass, general agent at Water- 
loo, gave a demonstration of the fact 
that success for the life insurance agent 
lies in making the most of what he has. 

Present from the home office were 
Vice-Presidents A. B. Slattengren and 
Raymond Olson, and Agency Secretary 
H. A. Newhart. The meeting was ar- 
ranged and conducted by S. B. Mer- 


chant, field supervisor. A regional meet- 
ing will be held at Appleton, Wis., 
April 6. 
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Bankers Life of lowa-Sincere Felicitations 


Tue Bankers Life of Des Moines, Ia., is 
occupying the center of the stage just 
at this particular time owing to the fact 
that it is 
tistic 
ing and inviting various 
Suffice to say 


handsome, ar- 
build- 


dedicating its 
and commodious new office 
groups to make 
that the 
fact, the 


city. 


an inspection. 
structure 
most so of 


is very imposing, in 


any building in the 


Much time has been given to the devel- 


opment and perfection of plans for this 
building. There were many objects to 
be attained in the planning and com- 
pleting such a structure 

In its present state it can be truly 
said to be symbolic of the company it- 
self. A new home is always the sub- 


ject of congratulations for the inmates. 
The home or the building reflects the 
spirit, viewpoint and character of those 
responsible for it. 


The Bankers Lite is one of the west’s 


most progressive and sterling life insur- 
companies. It is a well ordered 
institution. Presiding in the chief ex- 
ecutive’s chair is Gerard S. Nollen, who 
long ago demonstrated his ability as 
an administrative officer. Mr. Nollen 
has built an expert organization of 
people who are well versed in insurance. 
He himself is a profound student of the 
clear thinker, a man who 
values the trusteeship principle in life 
insurance, one who has high ideals and 
is gifted in his faculty for clear and 


ance 


business, a 


constructive thinking. 
The Bankers Life is not only a credit 
to the great central west but it is a 


that can well be held as 
emplary in any section. 

Therefore, at this time when it is be- 
coming accustomed to its new abode thie 
fraternity will extend most 
felicitations. 


company ex- 


sincere 


Lite Salesmen and Detail Work 


Very few salesmen are masters of de- 
tail. They are so engrossed in their par- 
ticular that they are not trained 
to follow and their minds do 
not readily absorb technical features. For 
of the abstractions that 


offices pretending to be 


activity 
intricacies, 


that reason some 


have come from 
helps have 


insurance 


salesmen. 
much 
can 


sales confused good 
Most 
interested in ascertaining 
improve their ability, 
can become more persuasive and convine- 
can do to augment their 
can render 


salesmen are very 


how they 


selling how they 


ing, what they 


business, how they themselves 


more useful and bolster up themselves 
personally so that they may be able to 
get names on the dotted line. They, after 
all, are students of human nature, some- 
times they are temperamental and having 
their selling end, they be- 
come annoyed with office procedure. Some 
managers endeavor to pull salesmen away 
from their chosen and natural bounds and 
try to hold them to niceties. The keeping 
of systematic records and the use of in- 
tricate gadgets may destroy the enthusi- 
that makes a real salesman. Don't 
a good salesman with detail. 


minds on the 


asm 
smother 


New Tax in N. Y. Is Disquieting 


York legislature 
insurance 


PASSAGE by the New 
new type of tax 
companies is most disquieting to the in- 
The word New York is 
that Governor Lehman is disposed to 
Under the bill if the 
fees and refunds collected by the insur- 
department are not sufficient to 
pay the operating expenses of the de- 
partment, an assessment would be levied 
make 


of a upon 


dustry. from 


sign the measure. 


ance 


upon the domestic insurers to 
good the deficit. No part of the pre- 
mium tax, which constitutes the major 
source of revenue, would be applied to 
taking care of the expenses of the de- 
partment. The premium tax revenue 
would go intact to the general revenue 
fund. 

It is the common understanding that 
the premium tax was originally designed 
to pay the expenses of state supervision 


of insurance. This is a special tax upon 
insurance that is not common to other 
industries. Gradually the revenue possi- 
bilities of the premium tax were realized 
by the politicians and today something 
less than 5 percent of the premium tax 
collections, on the average throughout 
the country, goes to maintain the insur- 
ance departments. The balance goes to 
the general funds of the states. 

The insurance companies for years 
have been citing this disparity between 
the cost of maintaining insurance su- 
pervision and the amounts collected for 
that purpose. There has been little hope 
on the part of the industry that the pre- 
mium tax could ever been reduced to 
an amount merely sufficient to cover the 
cost of supervision. But, the hope has 
certainly existed that the existing scale 
constitutes a ceiling. Some observers 


have felt that it is useless and injudici- 
ous to claim that the premium tax 
should no more than balance the cost 
of supervision, that the business must 
recognize that the premium tax has be- 
come a fixture even though it does con- 
stitute a penalty on savings and pru- 
dence and that efforts should be directed 
towards getting acceptance on the part 
of the various states of a reasonable 
limit to the tax. 

The step that has been taken in New 
York tends to remove the cap from the 
premium tax and set an example for 
other states. Although the penalty upon 
New York companies may prove not to 
be particularly heavy, yet it does focus 


attention on the idea of exacting more 
severe penalties upon thrift and pru- 
dence in an indirect and supposedly 
painless way. Legislators these days 
are exhausting every opportunity to de- 
rive revenue from so-called “painless”’ 
taxes and insurance companies may find 
themselves confronted with the neces- 
sity of conducting a large scale public 
relations program to acquaint the pub- 
lic with just how painful a “painless” 
premium tax may be. It is most dis- 
couraging for the insurance industry to 
find that the most important state in 
the country has abandoned entirely the 
theory that the premium tax is for the 
payment of insurance supervision. 


PERSONAL SIDE OF THE BUSINESS 





Commissioner Sullivan of Washington 
was called to Los Angeles by the death 
of his brother. 

J. L. Lee, manager Phoenix Mutual 
Life, has been named chairman for the 
Notre Dame night celebration to be held 
in Detroit April 15. The president of 
the university, the glee club and others 
will be present and the program will be 
broadcast under Mr. Lee’s direction. He 
played on the Notre Dame football team 
and later served as assistant coach. 

. J. Arnold, president of Northwest- 
ern National Life, arrived in San Fran- 
cisco last Saturday from a vacation trip 
to Honolulu. He returned to Minne- 
apolis via Portland and Seattle. 

E. R. Lehman, manager of Metropoli- 
tan Life at Milwaukee, and Mrs. Leh- 
man have returned from a vacation jour- 
ney to Mexico. 

Frank S. Oliver of the accounting de- 
partment celebrated his 50th year of 
service with the Manhattan Life in New 
York. He was tendered a luncheon by 
President J. P. Fordyce and the execu- 
tive officers. 

Paul C. Trump, associate general 

agent Midland Mutual Life, Dayton, O., 
has been elected president of the Mont- 
gomery county alumni of Ohio State 
University. 

R. T. Stuart, president Mid-Continent 
Life, Oklahoma City, has been elected 
president of the Texas Society of Okla- 
homa. 

Zola Jelin, associate general agent 
Columbian National Life, Newark, has 
recovered from a mastoid operation in 
a New York hospital. 

Miss Bessie E. Smith and W. A. Mc- 
Broom of the home office staff of the 
Provident Life & Accident were mar- 
ried in Chattanooga. 

Nathaniel Reese, Detroit, general 
agent Provident Mutual Life, this week 
celebrated his 40th anniversary in that 
position. Scores of letters and _ tele- 
grams from friends all over the country 
were received, including congratulations 
from company officials in Philadelphia, 
and floral tributes and calls from many 
friends in and out of the business. Now 
68, Mr. Reese has watched the unfolding 
of life business in Detroit from the day 
when as a lad of 12 he joined the 
Johnston & Clark general agency of the 
Mutual Benefit Life as an office boy. 
Later he became cashier and _ finally 


went into the field as an agent, becom- 
ing general agent of the Provident in 
1900. 

L. L. Graham, director field service 
for Business Men’s Assurance who has 
spent the past month on a combined 
business and pleasure trip, has returned 
to his office. Mr. Graham, with Mrs. 
Graham, spent a week's vacation in 
Mexico from where he went to Texas 
to handle company business and visit 
with the salesmen in that territory. 

C. V. Starr, president of the United 
States Life, left New York on an ex- 
tended business trip which will take him 
to Honolulu, the Philippine Islands and 
other far eastern points. He is making 
this trip in the interests of the American 
International Underwriters Corporation, 
the United States Life and other of his 
business enterprises here and abroad. 
He expects to return to New York next 
September. Mrs. Starr accompanied 
him. <A. B. Park, president of Starr, 
Park & Co., will be in charge of Mr. 
Starr’s interests in New York during 
his absence. 

George F. Burr, Youngstown, O., dis- 
trict manager John Hancock Mutual 
Life, was guest of honor at a dinner at 
which E. J. Brennan, Chicago, regional 
district manager, presented him the 
“President Cox Trophy,” awarded for 
general excellence of performance in all 
phases of the business in 1939. Henrv 
Grossman, Detroit, formerly Youngs- 
town district manager, was chairman. 

A. J. Schmidt, executive vice-presi- 
dent of the Alliance Life of Peoria, 
who has been in ill health for several 
months, is now feeling much better. 

Commissioner Fischer of Iowa was re- 
ported as “very much improved” at the Iowa 
Lutheran hospital in Des Moines, where 
he was taken last week with a mild 
attack of pneumonia. Mr. Fischer re- 
cently returned from a trip to Arizona, 
where he rested up after a strenuous 
year in office, feeling in fine shape. He 
was stricken last Wednesday and taken 
to the hospital. He expects to be able 
to leave the hospital in about a week. 

Peel Nelson ended 25 years of service 
in the Minnesota insurance department 
April 1 and retired on pension as of that 
date. Members of the staff honored him 
at a farewell party in Minneapolis and 
presented him a gold watch. He entered 
the department in 1915 and served under 
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Commissioners Works, Sanborn, WeekS, 
Lindquist, Wells, Brown and Yetka. In 
recent years he has had the title of 
statistician, that work now being taken 
over by Theodore Abramson. 


Agents of the W. M. Hammond 
agency of the Aetna Life in Los An- 
geles, concluded their month-long cam- 
paign Monday to honor Mr. Hammond's 
15th anniversary in charge of the office, 
and laid on his desk 230 life applica- 
tions, 110 accident and health applica- 
tions and 17 group applications. 


Superintendent Pink of New York, 
who is to be a speaker at the meeting in 
Columbus this week of the Farm Bureau 
companies, will be the guest of honor at 
a luncheon to be given bySuperinten- 
dent Lloyd of Ohio. Division heads of 
the Ohio department will attend. 


DEATHS 





A. R. Heinitsh, 89, who was con- 
nected with the Phladelphia Contribu- 
tionship for 73 years, died after a brief 
illness. 

Lewis S. Welch, 72, who conducted 
one of the largest general insurance 
agencies in New Haven, Conn., and had 
also represented the Phoenix Mutual 
Life there for 31 years, died suddenly 
at him home. He was born in Hartford. 
Graduating from Yale in 1889, he served 
as city editor of the Hartford “Courant” 
and went to New Haven in 1909. He 
was a brother of the late A. A. Welch, 
president of Phoenix Mutual Life. 

F. A. Kitselman, 60, for 10 years with 


the Akron office of the John Hancock 
Mutual Life, died from a heart attack. 








NEWS OF THE COMPANIES 





Launch Clothing 
Workers Insurer 


Amalgamated Life & Health of Chi- 
cago, which was organized recently, has 
now been licensed in Illinois and com- 
menced the writing of business Monday 
of this week. At the outset 15,000 of 
the Chicago membership of the 
Amalgamated Clothing Workers of 
America, with which the new com- 
pany is identified, will be covered under 
group life and accident and health. The 
intention is eventually to extend the 
plan to cover the entire membership of 
the Amalgamated Clothing Workers. 
Life benefits commence with $500. Ten 
dollars weekly sickness and accident in- 
demnity under terms of the master cer- 
tificate will be paid for 15 weeks in any 
12 months. 

The manager of the Chicago office is 
B. C. Burgess, who has been connected 
with the insurance business for many 
vears. He was originally with Wash- 
ington National. Then for a time he 
was with the American Conservation 
Company of Chicago. He returned to 
Washington National as agency super- 
visor and then went back to American 
Conservation Company with which he 
has been connected for the past two 
years. His first experience was in the 
accident and health field but he later 
became very familiar with life insurance. 

The president is Samuel Levin, one 
of the prominent citizens of Chicago, 
who is a member of the Chicago Board 
of Education; vice-president is A. D. 
Marimpietri; treasurer, Charles H. Burr, 
and secretary, M. B. Karman. 

Amalgamated Clothing Workers of 
America has been successful in a num- 
ber of enterprises. The headquarters 
is the Amalgamated Building at Van 
Buren & Ashland boulevard, Chicago. 
This is a million dollar structure. That 
is the home office of the insurance 
company as well. In 1922 the organi- 
zation sponsored the Amalgamated 
Trust & Savings Bank of Chicago, 
which commenced the business of grant- 
ing small loans to wage earners. It 
later branched out into commercial 
banking and it is regarded as the only 
labor venture in banking that withstood 
the financial panic of 1932. 

In 1923 the Amalgamated Clothing 
Workers in conjunction with the lead- 
ing clothing manufacturers of Chicago 
created the unemployment insurance 
fund, for the payment of benefits to 
employes out of work due to seasonal 
or temporary layoffs. Each employe 
contributed 1% percent and the em- 
ployer added an additional 1% percent. 
The funds were disbursed by the trus- 
tees. Since organization until Dec. 31, 
1939, the fund disbursed about $11,000,- 
000. Nearly 500,000 individual benefit 
checks were issued. 





To Hear Suit on Securities Control 


DES MOINES — Federal Judge 
Dewey has overruled a motion to dis- 


miss the suit of Commissioner Fischer 
of Iowa in which he seeks to admin- 
ister the $3,603,419 of securities of the 
former American Life of Des Moines. 
which was reinsured by the defunct 
American Life of Detroit, which is now 
being reinsured by the American United 
Life. Mr. Fischer seeks control of the 
securities so the income may be divided 
among the policyholders of the former 
company. Attorneys have been given 30 
days in which to file pleadings. 


Olympic National Life and 
Its Plan for the Future 


The Olympic National Life of Seattle, 
Wash., is a “follow through” from 
Olympic Mutual Life. The new com- 
pany will be under the same manage- 
ment and will conduct its operations in 
the same manner. However, the new 
company will have $100,000 capital and 
$50,000 surplus, whereas the mutual had 
a $25,000 guaranty fund. The $150,000 
in the new company will practically all 
be in cash. It requires somewhat over 
30 days to complete the full transfer and 
under the Washington law a director of 
a mutual company cannot be a director 
of another life company. Hence there 
will be some temporary officers that will 
be found with the new company but 
they will be eliminated at the end of 
the organization period. Ultimately the 
officers and directors will be the same 
as the former company. The company 
will write both participating and non- 
participating business. 


Distribution on Capital, Canada 


TORONTO-—Shareholders of the old 
Capital Life of Ottawa, which was taken 
over by the Confederation Life in 1935, 
will soon receive a distribution of about 
10 percent of the amount they paid in 
on their shares. 

The Capital Life had a deficit of about 
$250,000 and neither shareholders nor 
policyholders were receiving dividends. 
Immediately following the reinsurance 
the Confederation began paying divi- 
dends to policyholders. The deficit of 
$250,000 now has been converted into a 
surplus of from $20,000 to $25,000, mak- 
ing possible this distribution to share- 
holders. 


United L. & A. to Build 


President John V. Hanna of the 
United Life & Accident announces the 
company has purchased the Durgin Sil- 
verware Co. factory site near White 
Park in Concord, N. H., and will erect 
there a new home office building. The 
company is now in temporary quarters. 
having recently sold its old home office 
building. The new building will be 
ready in 1941, 














Writes Large Reinsurance Volume 

The Alliance Life has been doing a 
substantial reinsurance business during 
the past year.. More than half of its 
volume of new business last year was 
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from this source. This year more em- 
phasis is being made on direct agency 
business so that a larger percent is now 
coming from that source. The Alli- 
ance is now entered in 14 states, Texas 
and Illinois being its principal agency 
plants. 





The Grange Mutual Life has been ad- 
mitted to Oregon. 








Pacific Actuaries Meet May 2-3 
The semi-annual meeting of the Ac- 
tuarial Club of the Pacific States will be 
held in Los Angeles May 2-3. Among 
the topics for the prepared papers and 
open discussions are: New gain and loss 
exhibit; presentation of the annual state- 
ment to the public; the new mortality 


table “Z”; premium rates and values; 
work of the home office; valuation 
short-cuts; state and municipal retire- 


ment systems; Hollerith equipment as 
applied to premium accounting and val- 
uations; substandard insurance; latest 
taxation developments and hospitals and 
medical care premiums. 

Barrett N. Coates, consulting actuary 
of San Francisco, who is president of 
the club, will preside. Charles Torok of 
the Pacific Coast office of the Metro- 
politan Life is secretary. 


Our New 


AMONG COMPANY MEN 





Donnally Takes 
Oklahoma Field 


DALLAS.— Announcement is made 
by Southland Life that, because of the 
confining work to which he has been 
subjected especially during the past two 
years, it has been deemed advisable to 
transfer Executive Vice-president B. A. 
Donnally from the home office to Okla- 
homa, where he will assume the re- 
sponsibility of directing the field work 
for the entire state. The new post 
will give Mr. Donnally an opportunity to 
be relieved from exacting office work 
and to spend more time in the open. 

At the same time, announcement was 
made that there has been appointed a 
home office agency committee, consist- 
ing of A. Morgan Duke, president; P. 
V. Montgomery, vice-president and ac- 
tuary; Joe D. Woodward, vice-president 
and assistant agency director; W. C. 
McCord, secretary-treasurer, and John 
L. Briggs, assistant secretary, and that 
the active direction of home office 
agency activities will be under the joint 
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ACCIDENT 





HEALTH 


supervision of Mr. Woodward and Mr. 
Briggs, who have been closely and ac- 
tively associated with agency affairs over 
a considerable number of years. 





Many John Hancock Mutual 
Promotions Are Announced 


M. C. Young goes to the home office 
of the John Hancock Mutual from the 
field to be manager of district agencies. 
He has been with the company since 
1916, starting as an agent in Philadel- 
phia No. 1. Six years later he became 
an assistant manager and was promoted 
to home office inspector in 1923. Since 
1930 he has been regional district man- 
ager for the southeastern territory. 

E. M. Winslow, who celebrated his 
40th anniversary with the John Han- 
cock, goes to the agency department 
as comptroller of district agencies. He 
started with the secretary’s department 
at the home office and later served as 
home office inspector and superintendent 
of the general transfer agency. Since 


1928 he has been regional district man- 
ager for New England and upper New 
York state. 

R. H. Pelham, formerly field super- 
visor in upper New York and western 
New England, becomes regional dis- 
trict manager of the same territory. He 
started with the company in 1924 as 
clerk in Schenectady. On April 19, 
1926, he was made cashier. He became 
field supervisor in 1933. 

R. H. Cross, formerly field supervisor 
in southeastern territory, is made re- 
gional district manager of this territory. 
He started with the company on Aug. 9, 
1922. He was made assistant district 
manager in 1931, and in June of 1934, 
was made field supervisor in the south- 
eastern territory. 





MacCready Takes on New Duties 


Walter C. MacCready, assistant dis- 
trict group supervisor at Newark, 
branch office of Travelers, takes on ad- 
ditional duties. His new activities will 
include the territory covered by the 


branch offices at Boston, Worcester, 
Portland, Me.; Manchester, N. Hi. and 


Providence. His headquarters will be in 
Boston. 








LIFE AGENCY CHANGES 





Anzel Made General Agent 
for Continental American 


Jules Anzel has been appointed gen- 
eral agent of one of the mid-town New 
York agencies by Continental American 
Life. He formerly was associate general 
agent of the office, which is in the Lin- 
coln building. Mr. Anzel joined Conti- 
nental American in 1932 with no previ- 
ous life insurance experience and has 
qualified for every Leaders Club. He is 
a member of the Founders Club and car- 
ries Rate Manual No. 14 in recognition 
of his being 14th in production the lat- 
ter part of 1939. 


Appointment Announced 
by Union Central Life 


Appointment of L. M. Spoor as Grand 
Rapids, Mich., agency manager has been 
announced by Union Central Life. For 
nearly four years Mr. Spoor has been 
district agent for Northwestern Mutual 
at Ludington, Mich., prior to which he 
was with the company on a part time 
basis for two years. For three years 
in succession he has been a member of 
the “100 Lives Club” and a member of 
the “4 Lives per Month” club consecu- 
tively for 47 months. 

Mr. Spoor graduated from Western 
State Teachers College in 1923 and 
taught school for 12 years following his 
graduation. 


Carter Named at Ogden 


Herbert Carter has been named 
branch manager in Ogden, Utah, of the 
Walker Insurance Agency of Salt Lake 
City, general agent of the United Bene- 
fit Life and Mutual Benefit Health & 
Accident, succeeds Harry Good, who 
has been transferred to Salt Lake as 
agency supervisor. 

Mr. Good has been secretary-treas- 
urer of the Ogden Life Underwriters 
Association. He is succeeded in that 
post by K. W. Cring, general agent Pa- 
cific National Life. 


Rasch Named in Portland, Ore. 


John B. Rasch, former general agent 
of the Central States Life in Nebraska. 
has been appointed general agent of 
Guarantee Mutual Life with headquar- 
ters in Portland, Ore. 








Brown Made Group Super~isor 


Revice W. Brown, manager of the life 
department Travelers in Nashville, has 
been promoted to district group super- 
visor for Tennessee and that part of 


Louisiana now under the jurisdiction of 
the Sinclair Agency in New Orleans. 
Mr. Brown will make his headquarters 
in Nashville. 





Woodward in Brokerage Field 


M. L. Woodward has resigned as sales 
director of the Johnston & Clark gen- 
eral agency of the Mutual Benefit Life 
in Detroit to open a life insurance brok- 
erage office. Joining the Northwestern 
Mutual Life in 1912, he soon became a 
consistent $1,000,000 producer and one 
year topped $2,500,000 in the North- 
western alone. He became general agent 





New England Mutual Has 
New Nashville Agency Head 








THOMAS G. HARRISON 


Thomas G. Harrison, since 1935 with 
the Nashville agency of the New Eng- 
land Mutual Life, has been appointed 
general agent there. He attended the 
University of Kansas and joined the 
New England Mutual five years ago. He 
soon became an outstanding producer. 
and for two years served as agency su- 
pervisor. Offices will remain at 1401 
Nashville Trust building. 
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of that company in 1924 and in three 
years doubled the agency’s production. 
Failing health forced his retirement in 
1935. In May, 1937, his health regained, 
he joined the Mutual Benefit. He is 
a past president of the Qualified Life 
Underwriters of Detroit. 





Ware Appointed Unit Manager 

John B. Ware has been appointed 
unit manager in the east Texas agency 
of California-Western States Life. He 
has been in the life insurance business 
four years. He will have his headquar- 
ters in Marshall, Tex., and will be in 
charge of recruiting and training sales- 
men. 


McKenzie Named in Memphis 


Charles B. McKenzie has been ap- 
pointed general agent in Memphis, 
Tenn., by the Minnesota Mutual Life. 
He has been with the Llewelyn Rose 
agency of the Minnesota Mutual at Aus- 
tin, Tex. 





General American Names Two 


Paul Isaacson has been appointed gen- 
eral agent in Fort Smith, Ark., by the 
General American Life. 

T. O. Rhodes becomes general agent 
at Quincy, Ill. He has been in life insur- 
ance since 1931. 


Decker San Angelo Manager 


Monroe S. Decker has been appointed 
manager at San Angelo, Tex., by the 
California-Western States Life, succeed- 
ing L. V. Gentry, transferred to Austin 
to take charge of the agency there. Mr. 
Decker was formerly with the Great 
Southern Life at Corpus Christi. 


NEWS BRIEFS 


R. H. Horton, assistant manager Met- 
ropolitan Life, Knoxville, Tenn., has 
been transferred to the home office in 
New York. He has been with Metro- 
politan since graduating from Univer- 
sity of Tennessee in 1932. 


S. R. Lyle, with the Metropolitan Life 
at Cleveland, Tenn., has been made as- 
sistant manager in Knoxville. 


Fred Lewin, Victoria and Vancouver 
Island, B. C., manager of Consolidated 
Life, has retired after nearly 30 years in 
life insurance. 


With the consolidation of the Burling- 
ton and the Davenport, Ia., agencies of 
the Equitable Life of Iowa under Newell 
C. Day at Davenport, Evelyn E. Carle, 
Burlington cashier, has been transferred 
to the Hoey-Ellison general agency in 
New York City 














Discuss Vocational Guidance 


At a dinner-meeting of the Life In- 
surance General Agents & Managers As- 
sociation of Northern New Jersey in 
Newark a discussion of “Vocational 
Guidance” was followed by appropriate 
illustrations. The new moving picture, 
“American Portrait,” was shown. 


Bland Is Denver Speaker 


_DENVER—Frank W. Bland, Pacific 
Coast manager of THE NATIONAL UNDER- 
WRITER, addressed about 50 life men at 
a breakfast meeting sponsored by the 
Life Agency Managers Association of 
the Denver Association of Life Under- 
writers on “Social Security in Relation 
to Life Insurance Work.” 


Atlantic Life Discount Rate 


The Atlantic Life announces that dis- 
count rates of premiums paid i in advance 
will be 3 percent. Any premiums to be 
discounted must be paid at least 10 
months in advance. 


Travelers Is Complimented 


Stressing the importance of increas- 
ing the prestige of the insurance agent 
by national advertising, the directors of 
the New York City Life Underwriters’ 
Association has complimented Travel- 
ers for its contribution along this line. 











INDUSTRIAL FIELD NEWS 





Harrington Bars 
3 Months Clause 


BOSTON — Commissioner Harring- 
ton, in an interpretation of the act of 
the last legislature forbidding deduc- 
tions from agents commissions for in- 
dustrial policies terminated after three 
years, rules that a practice of some com- 
panies in refusing to pay commissions 
in case of other policies lapsed within 
three months is a violation of that law. 
The law in question reads: “If a policy 
of industrial life insurance upon which 
premiums have been paid for three years 
or more is surrendered to the company 
for a cash surrender value or paid-up 
insurance or extended term insurance or 
lapses for non-payment of premiums, 
the agent shall not be charged with a 
decrease for said premium and no de- 
duction shall be made from his commis- 
sion or salary.” 

“The specific purpose of this legisla- 
tion,’ ’ Commissioner Harrington states, 
“is to prohibit an insurance company 
from giving consideration in determin- 
ing the amount of an agent’s commis- 
sion or salary on industrial life insur- 
ance business to surrendered or lapsed 
policies of industrial life insurance upon 


which premiums have been paid for 
three years or more. 
Chapter 225 Applies 

“Tt has been claimed on behalf of 


some insurance companies that a clause 
in an agent’s contract which provides 
that ‘first year commissions will not be 
allowed on any policy written on the life 
of any person who has terminated a 
policy not more than three months 
before or who terminates a policy with- 
in three months after such policy is 
written,’ is not in conflict with said 
chapter, because it eliminates deduc- 
tions. 

“The Massachusetts department takes 
the position that ‘Chapter 225, by pro- 
hibiting any deduction in the agent’s 
commissions or salary on account of the 
surrender or lapse of industrial life in- 
surance policies in effect more than 
three years, does not permit the use and 
application of a clause in an industrial 
life insurance agent’s contract which 
stipulates that no credit is to be allowed 
on any policy written on the life of any 
person who has terminated a policy not 
more than three months before or who 
terminates a policy within three months 
after such policy is written, because the 
net result is that the agent does not re- 
ceive full salary or commissions on the 
new business.” . 

Companies using such clauses are 
notified to discontinue them. 





H. R. Dolan Denver Head 


Howard R. Dolan has been trans- 
ferred to Denver as superintendent of 
the Denver No. 1 office of Prudential. 
succeeding Pearl H. Showalter who re- 
tired after 50 years of continuous serv- 
ice, 38 as superintendent of Denver No. 
1. Mr. Dolan for the past 2% years has 
been superintendent at St. Joseph, Mo. 
He first represented Prudential in Min- 
neapolis. 





Plan Manhattan President’s Month 


At a preliminary meeting of the ma- 
jority of Manhattan Life general agents. 
plans were made to make President’s 
Month, in honor of President J. 
Fordyce, a rousing tribute. 

New paid for business for the first 
quarter of 1940 is approximately 30 per 
cent ahead of 1939 figures and the 
agency force intends to maintain or im- 
prove on this remarkable record during 
April, President’s Month. A goal of 
$3,000,000 or more of examined business 
has been set and every licensed repre- 
sentative has more or less committed 
himself to secure “Four for Fordyce.” 


Industrial Insurers’ 
Program Announced 


A program which will afford consid- 
eration of varied developments and 
trends of the past year as well as the 
problems of the business has_ been 
drafted for the annual convention of the 
Industrial Insurers Conference at the 
Hotel George Washington in Jackson- 
ville, Fla., May 15-17. F. P. Samford, 
president Liberty National of Birming- 
ham, is conference president. 

Registration will begin May 14 and 
the annual meeting of the executive 
committee, of which H. T. Dobbs, In- 
dustrial Life & Health, is chairman, will 
be held that evening. 


Speakers Are Named 


Addresses at the regular sessions will 
include “Good Will and Public Rela- 
tions,” Holgar Johnson, president Insti- 
tute of Life Insurance; “Development in 
Industrial Contracts,” Eugene L. 
Stritch, assistant vice-president National 
Life & Accident; “Ordinary Production 
by Industrial Agent,” Guilford Dudley, 


Jr., vice-president Life & Casualty; 

“House Organs and Bulletins,” D. J. 
Wellenkamp, manager sales promotion 
Washington National; “Selection of 
Agents and Reduction of Finals,” E. B. 
Smith, manager Greenville district Caro- 
lina Life, and “Conservation of Indus- 
trial Business,” H. C. E. Johnson, vice- 
president Interstate Life & Accident. 

The keynote. will be sounded by Pres- 
ident Samford in his “Report of the 
Administration” at the first day’s ses- 
sion, which will also include the “State 
of the Conference” by Raymund Daniel, 
executive secretary, who will have es- 
tablished the conference record of at- 
tendance at 25 consecutive annual 
sessions. 

On account of many developments 
since the last convention, the Legal 
Section’s program has been arranged to 
be of value to all members. It was pre- 
pared by P. M. Estes, chairman com- 
mittee on laws and general counsel of 
the Life & Casualty. 


Two Dinners Arranged 


The past presidents’ dinner, which 
was inaugurated last year, and the an- 
nual banquet will provide serious as 
well as lighter entertainment on the first 
occasion. A. B. Langley, president 
Carolina Life and senior past president, 
will speak on “The Three Decades of 
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the Conference,’ and the golf tourna- 
ment trophies will be awarded by A. A. 
3iggio, golf committee chairman, gen- 
eral manager weekly premium depart- 
ment Liberty National, Birmingham. 

At the banquet officers will be in- 
stalled by President Samford. The 
speaker has not been announcd. 

A “woman’s flight” will be added to 
the annual golf tournament. The enter- 
tainment program has been arranged by 
a committee headed by President E. H. 
Speckman, Kentucky Central Life & 
Accident, assisted by executives of Jack- 
sonville companies. 


Prudential’s Shifts in West 


J. V. Keating, assistant superintendent 
of the Prudential’s industrial depart- 
ment in Salt Lake City since 1924, when 
he was transferred from Denver, has 
been named Se of district 1, 
in Seattle, succeeding F. J. Koblitz, re- 
tired. J. S. Bair ps "Mr. Keating 
in Salt Lake City. 


AGENCY NEWS 


Ryan Agency Has Open House 


The Pat M. Ryan agency of Mutual 
Benefit Life celebrated the opening of 
new offices in the Rand Tower building, 
Minneapolis, with an open house recep- 
tion for policyholders and friends. The 
new offices, especially planned to meet 
general agency requirements, occupy de- 
sirable space in one of the best ap- 
pointed buildings of the city. 

The move has been in contemplation 
since the appointment last October of 
Mr. Ryan to head the 55-year-old gen- 
eral agency and is in line with Mr. 
Ryan’s aim of building a streamlined 
production unit of men well-equipped to 
render a highly professional service. 
The agency reports that with agent’s 
contracts reduced by about 50 percent 
new business for the first three months 
of 1940 is running ahead of the corre- 
sponding period of last year. 

A notable addition to the agency or- 
ganization is the appointment of Simon 
Clark Ryan (no relation), outstanding 
young Minneapolis agent, as assistant 
manager. 














Albany Agency Honors President 
The associates of James O’Brien, 

president of the Berkshire general 

agency in Albany for the past 18 years, 


made 258 percent of the home office 
quota in February. They called the 
month “Jim’s month,” in honor of their 


president. The agency led the company 
for 1939 and qualified 17 Rhodes Club 
members at the recent convention in 
Miami. 


Honor John Hancock Manager 


A birthday luncheon was_ tendered 
Emer de Szendeffy, Orange, N. J., man- 
ager John Hancock Mutual Life, by his 
agency and office staff. Guests of honor 
included W. H. Daley, regional manager, 
and F. B. Maher, field supervisor. 


NEWS BRIEFS 


John E. Clayton, former president of 
the Life Underwriters Association of 








Northern New Jersey, addressed the 
Van Viiet Agency of the Prudential in 
Newark in the Down Town Club. 

The Hays & Bradstreet agency of the 
New England Mutual Life in Los Ange- 
les is holding its annual training school 
for agents and brokers, with 35 regis- 
tered. Agency Supervisor Hal Morgan 
is instructor. 

Under the direction of F. T. VanUrk, 
home office instructor, an Equitable in- 
come plan school offering advanced 
courses is being conducted in the offices 
of Donald L. Weeks, Virginia manager, 
in Richmond. 
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Southwestern Life Clubs 
Meet in Dallas, April 3-6 


DALLAS—The Top Club of the 
Southwestern Life will meet here April 
3 with John P. Costello, club president 
and a member of the Dallas city agency, 
presiding. Leon Gilbert Simon, Equi- 
table Society, New York, author of 
several books on taxation and business 
insurance, will conduct a_ three-hour 
discussion of corporation and partner- 
ship insurance. 

About 500 are expected to attend the 
meeting of the Southwestern Life Club 
April 4-6. Garland Lang of Kerrville will 
succeed Leon Rovinsky, Dallas, as 
president. J. H. Bryant of Corsicana 
will become vice-president. 

The new officers and other leading 
producers will be honored at the ban- 
quet. G. A. Bodenheim of Longview 
will be awarded the grand challenge cup 
for leading in total production, for the 
fourth consecutive time, and will retain 
permanent possession of the trophy. For 
the second consecutive time Thomas E. 
Neill of El Paso will receive the effi- 
ciency cup, again with a persistency 
ratio of 100 percent. 

Speakers at the Southwestern Life 
Club convention will include President 
C. F. O’Donnell, Dr. W. J. Allison, 
medical director; T. L. Bradford, a 
vice-president and _ treasurer; E. 
Brown, vice- -president and actuary; 2 
R. Lee, vice- — and agency direc- 
tor? R.A. Goodman, vice-president 
and director “ public relations: Arthur 


Coburn, vice-president; Ben H. Wil- 
liams, director of sales; R. W. Archer, 
director of publicity; Stanley Foran, 


Dallas advertising man; Walter Wood- 
ward, life commissioner and chairman 
of the Texas insurance commission, and 
R. G. Storey, Dallas attorney. 


Mid-Western Regional 
Conference in Chicago 


For the purpose of outlining the com- 
pany’s new income analysis plan, the Co- 
lumbian National Life held a mid-west- 
ern regional sales conference in Chicago. 
Those in attendance were: A. A. Mc- 
Fall, agency vice-president; William R. 
Beardslee, superintendent of agencies, 
Boston; and general agents: Col. John 
Mullane, Kansas City; Ewart E. Horne, 
Indianapolis; Orra F. Knight, Pitts- 
burgh; E. Blair Zirkle, South Bend; 
John E. Miller and T. A. Johnstone, 
Kansas City; Vincent J. Pobrislo, Den- 
ver, as well as the agents from the E. E. 
Lamb general agency in Chicago. 

Mr. Horne explained the company’s 
new plan as “a program to increase a 
man’s life insurance estate through the 
use of income distribution.” T. E. Mc- 
Carthy, district manager of the E. E. 
Lamb agency, gave a presentation oi 
his use of income programming in Chi- 
cago. Mr. McFall presided at the meet- 
ing. 





B. M. A. Conference in Dallas 


Several Business Men’s Assurance 
home office men, including President W. 
T. Grant and Mrs. Grant; J. H. Tor- 
rance, vice-president, and Mrs. Tor- 
rance; J. C. Higdon, vice-president and 
agency manager; Frank Galloway, John 
Sayler and Hugh Ramsey, attended a 
southern round table conference at Dal- 
las for agents in Arkansas, Oklahoma 
and Texas. 





Wise Talks in Des Moines, Denver 


Willard K. Wise, vice-president in 
charge of agencies for Provident Mu- 
tual, addressed an all-Iowa meeting of 





MANUFACTURERS — 


Throughout its fifty-two years of activities the 
Manufacturers Life has maintained an unbroken 
record of fidelity to its obligations. 


Its relations with underwriters and policyholders, 
its sound investment practice and progressive manage- 
ment, have all helped to win for the Company a place of 


high esteem. 


INSURANCE IN FORCE, 590 MILLION DOLLARS 
(Including Deferred Annuities) 


ASSETS, 17714 MILLION DOLLARS 


LIFE 


INSURANCE COMPANY 


AD OFFICE 
TORONTO, CANADA 
Established 1887 








— 


XUM 











XUM 


April 5, 1940 


Provident Mutual representatives in 
Des Moines on the importance of the 
agent and the American agency system, 
and discussed “The Provident Plan,” 
the four-fold program of the agency 
department. On the following day he 
addressed an all-Colorado meeting in 
Denver. Following the meetings Mr. 
Wise and his daughter, Miss Jane Wise, 
left for the west coast where he will 
visit agencies in Los Angeles, San 
Francisco, Portland and Seattle. The 
company’s regional convention will be 
held in Del Monte beginning April 15. 





Pacific Mutual Texas Dinners 


President A. N. Kemp of the Pacific 
Mi aia Life, D. C. MacEwen, vice- 
president in charge of agencies, and F. 
R. Kerman, manager of publicity, will 
attend the dinners for the J. B. Bau- 
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mann agency in Houston “April 10 and 
the L. C. Swinney agency in Dallas 
April 12. 

Mr. Kemp will be guest of honor at 
a luncheon given by Fred Florence, pres- 
ident of the Republic National Bank of 
Dallas. About 30 members of the C. C. 
Day agency, Oklahoma City, and their 
wives will join the members of the 
Swinney agency and their wives at the 
Dallas dinner. The two agencies will 
hold a joint business session that after- 
noen. 





At the agency meeting of the W. T. 
Shepard Los Angeles general agency of 
the Lincoln National Life with repre- 
sentatives present from Los Angeles, 
Long Beach and Santa Ana, Dr. W. J. 
Klopp, director of the elementary edu- 
cation in the Long Beach schools, spoke 
on “Psychological Factors of Selling.” 
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Kansas City Sales 


Congress Planned 


KANSAS CITY—The full program 
for the annual sales congress of the 
Life Underwriters Association of Kan- 
sas City, which will be held at the 
Elms Hotel, Excelsior Springs, Mo., 
April 12, has been worked out as fol- 
lows: 

Greetings, President H. E. 
Mutual Benefit Life. 

Greetings from the insurance depart- 
ment, Superintendent Lucas. 

Activities of the state association, Jess 
W. Moore, Springfield, Mutual Life of 
New York. 

“What the Public Expects the Life 
Underwriter to Know,” Howard C. Law- 
rence, general agent Lincoln National, 
Newark. 

“Insurance, a Social Force,’ Henry G. 
Mosler, Massachusetts Mutual, Los An- 
geles. 

“Selling as a Profession,’ Gale F. 
Johnston, Metropolitan Life, St. Louis. 

“Today and Tomorrow,” Charles J. 
Zimmerman, Chicago general agent, Con- 
necticut Mutual, and president National 
association. 

“The Steps in a Sale,” James E. Ruth- 
erford, Des Moines, general agent Penn 
Mutual and N, A. L. U. trustee. 


Kincaid, 





Insurance Is Social Service 
Pioneer, E. W. Brailey Says 


INDIANAPOLIS — Life insurance 
is a pioneer social service, Earl W. 
Brailey, Cleveland general agent New 
England Mutual and president National 
C.L.U. chapter, declared before the In- 
dianapolis Association of Life Under- 
writers. Most life insurance payments 
are received when needed most, making 
each dollar doubly valuable. Since 1930 
the life companies have paid nearly $30,- 
000,000,000 in benefits, he said. 

Before the Indianapolis C.L.U. chap- 
ter, Mr. Brailey stated that the public 
today expects professional service from 
life agents. In other fields the coopera- 
tive C.L.U. provisions for training life 
agents are being studied as a model for 
sales and service training. 

The Indianapolis association pre- 
sented E. A. Krueger, State Life of In- 
diana, a brief case in appreciation of his 
work as chairman of the publicity com- 
mittee for nine years. 





San Franciscans Staging 
Congress in Fresno, Cal. 


At the request of the Central Califor- 
nia Life Underwriters Association a 
Rroup of leading producers from San 
Francisco is staging a = -day sales con- 
gress in Fresno April 6. 

Led by W. V. Power, general agent 
Connecticut Mutual Life, chairman of 
the caravan committee of the San Fran- 
Cisco association, speakers include: H. 
k Cassidy, manager Pacific Mutual, 
‘The Miracle of Life Insurance”: J. M. 


Mitchell, Fidelity Mutual, “Your Money's 
Worth—Plus”’—a talk on the value of 
membership in the association ; N. 
Nelson, Reliance Life, “Be a Better Bird 
Dog”; H. N. Lyon, Fidelity Mutual, 
“What I Would Do If I Was Just 
Starting in the Business”; Samuel 
Coombs, Oakland, “Why People Buy”: 
G. F. McKenna, Continental Assurance, 
“Touching All the Bags’; Julius Klein, 
Metropolitan Life, “What's the An- 
swer”’; H. E. Anderson, New York Life, 
“All About the 65 Special.” 

In addition Mr. Power and Mr. Mc- 
Kenna will stage their original sales skit, 
“Jerry Holds the Jute Bag.” 

Several of the same speakers, with 
the addition of A. K. Deutsch, State Mu- 
tual Life, San Francisco, and Forrest 
Roberts, Equitable Society, Oakland, 
participated in a sales meeting conducted 
by the San Jose Life Underwriters As- 
sociation. 


Quarter Million Dollar Body 
Being Formed in Iowa 


The constitution and by-laws of the 
newly formed Iowa Quarter Million 
Dollar Round Table have been drafted 
and a permanent organization will be 
formed at the annual meeting of the 
Iowa Association of Life Underwriters 
in Sioux City June 6-7. Officers will be 
elected from those who will have quali- 
hed. 

The objectives of the association are 
to support the principles of legal reserve 
life insurance and advance public knowl- 
edge on the subject; to promote the 
adoption and application of the highest 
standards of ethical conduct and profes- 
sional service; to cooperate with the 
Iowa association in various efforts to 
raise the standards of the business; to 
maintain a sound public opinion with 
respect to life insurance, to cooperate 
with companies and various educational 
agencies in building greater prestige for 
life agents, to publicize the organization 
so that qualified members will receive 
public as well as vocational recognition. 


To Meet with State Body 


The officers will consist of a chairman, 
two vice-chairmen .and a_ secretary- 
treasurer. The meetings will always be 
held in connection with the annual meet- 
ing of the Iowa association. Members 
must also be members of the Iowa asso- 
ciation and must produce and pay for 
at least $250,000 of business and $5,000 
in paid new premiums for the current 
year. 

In determining volume credit, single 
premium annuities will be estimated at 
one and a half times the amount of de- 
posit, annual premium deferred annui- 
ties at 25 times the annual premium and 
group insurance at 20 percent of the 
volume with a $50,000 limit. The volume 
on such annuity and group insurance 
cannot exceed 50 percent of the qualify- 
ing credits. Term will be given one-half 
volume credit and full premium credit. 
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What's YOUR Average? 





One of the greatest factors in determining 
your earnings is the average size of the 
policies you sell. 


This Company was first among all Southern 
Life insurance companies with an average 
size policy of $2,281 on ordinary business in 
force, as shown by the latest figures pub- 
lished as of December 31, 1938. 


Our average size policy paid for in 1939 was 
$2,626.00, an increase of 15% in size. 


The Volunteer State Life 
Insurance Company 


Cecil Woods, President 
Howard Blanton, Agency Vice President 


Chattanooga « Tennessee 











WE SALUTE 


Tho Knights of the 
SOUTHERN ROUNDTABLE LIFE 
ADVERTISERS ASSOCIATION 


on the occasion of their April meeting 
in "AMERICA'S MOST INTERESTING 
CITY," and we wish them continued 
success in their individual endeavors, 
as well as in their accomplishments as 
an Organization devoted to the Adver- 
tising and Sales Promotion of Life Insur- 


ance. 


PAN-AMERICAN LIFE INSURANCE COMPANY 


New Orleans, U. S. A. 


Edward G. Simmons 
Executive Vice-Pres. 


Crawford H. Ellis 
President 
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Cases on at least 24 separate lives are 
required. 


Hold Detroit Congress May 2 

DETROIT.—The annual sales con- 
gress of Qualified Life Underwriters 
will be held May 2. J. L. Lee, man- 
ager Phoenix Mutual, is chairman of 
the program committee. 

Attendance is confined to members 
only, but liberal arrangements are made 
for associate memberships for members 
of other local underwriters’ organiza- 
tions and for state members, so that 
each year finds a large turnout from 
Pontiac, Flint, Saginaw, Bay City and 
other Michigan points as well as from 
Windsor, Ont., and Toledo, O. Out- 
standing national figures and leading 
local producers will be featured on the 
program, with sessions morning, after- 
noon and a luncheon program. 


Leaders to Hear McFarlane 


Frank L. McFarlane, Aetna Life, 
Cleveland, will be the featured speaker 
at the luncheon of the Life Insurance 
Leaders of Michigan in Grand Rapids 
May 16 as a part of the annual meeting 
of the Michigan Association of Life Un- 
derwriters. J. E. Crampton, Connecticut 
Mutual, Detroit, is chairman of the 
Leaders. 


John <A. Wither- 





Birmingham, Ala. 
spoon, Nashville general agent John 
Hancock Life, trustee of the National 
association and chairman of the general 
agents and managers committee, spoke 
on “Motivation Builds Prestige.” He said 
all the agent’has to do is “to paint the 
picture.” He declared that motivation 
comes from within, hence he added that 
the agent should not fail to play on a 
prospect’s emotion when that will help 
get across the picture. 

Detroit—John M. Holcombe, Jr., mana- 
ger Sales Research Bureau, will speak 
April 11 and the same evening will ap- 
pear before the Associated Life General 
Agents & Managers to sum up the series 
of educational meetings of the past six 
months. 

Columbus, 0.—A special meeting has 
been called for April 4 to ‘elect three 
trustees and to consider a revision of 
annual dues. 

Erie, Pa.—Milton 
Connecticut Mutual 


Buffalo 
Life, 


Sherman, 


manager was 
guest speaker. 

Tulsa, Okla.—Because of realignment 
of his speaking tour, John W. Yates, 


general agent Massachusetts Mutual, Los 
Angeles, will speak here April 10 and 
in Oklahoma City April 11 instead of 
April 11 and 12 as previously announced. 

Chattanooga, Tenn.—Life insurance is 
never bought, it must always be sold 
and the salesman of today must keep 
posted on his business as never before, 
Karl G. Gumm, assistant superintendent 


of agencies National Life of Vermont, 
told the Chattanooga association. 

“The service you give your clients can 
only be given because you have an in- 
terest in your business,” Mr. Gumm de- 
clared. “You don’t have to have a big 
case before it can be programmed. The 
smallest case can be programmed.” 

For having won first place in the “Life 
Insurance in Action” contest for three 
consecutive years, the Girls Preparatory 
School was awarded ‘for keeps” the 
silver loving cup offered by the Chatta- 
nooga association, which sponsors a 
local contest in addition to the national 
event. Miss Emily Jones, sophomore at 
G. P. S., was winner this year. 

Minneapolis—Henry G. Mosler, chair- 
man of the Million Dollar Round Table, 
will speak April 16 on “Insurance, a 
Social Force.” 

Francisco — Clifford Henderson, 
manager of Prudential ordinary office, 
has been appointed acting national 
executive committeeman and will attend 
the mid-year meeting in Atlanta. James 


San 


Society, national 
unable to 


Equitable 
committeeman, is 


M. Hamill, 
executive 
attend. 


Northern New Jersey—At a luncheon 
meeting in Newark April 10, Chester O. 
Fischer, vice-president Massachusetts 
Mutual Life, will speak on “New Fron- 
tiers.” 


Los Angeles—The spring sales congress 
will be held April 23. 


Beaumont, Tex.—Following. its invita- 
tion extended at each of the sales con- 
ferences held in Dallas, Houston, and 
San Antonio, the Beaumont Association 
of Life Underwriters is continuing its 
drive to get the Texas association to 
hold its 1941 convention in Beaumont. 
Commitments have been obtained from 
various local association. 

San Franciseco—Constance Schwanz of 
the Mutual Life was the speaker at the 
monthly luncheon meeting of the San 
Francisco Women Life Underwriters’ 
section. Mrs. Jeanette Van Slyke of the 
Pacific Mutual Life, is chairman. 











HYDE HEADS SECTION IN DRIVE 

Ben Hyde, general agent for Penn 
Mutual Life, has replaced Osborne 
Bethea, general agent for Penn Mutual, 
as chairman of the life agencies’ section 
for the 1940 campaign of the Greater 
New York Fund. Mr. Bethea found it 
impossible to serve because of an out-of- 
town business trip. 


NEW YORK SALES UP 

February sales of ordinary life insur- 
ance in New York City, as estimated by 
the Life Insurance Sales Research Bu- 
reau and announced through the New 
York City Life Underwriters Associa- 
tion, were $46,123,000 as against $44,- 
107,000 for February, 1939. 


MONROE TO SPEAK APRIL 9 


Stuart Monroe, legal department 
Equitable Society, will speak on “Taxa- 
ton as It Affects Life Insurance” at the 
next meeting of the League of Insur- 
ance Women, April 9, 4:30 p. m., at the 
Women’s Cty Club, New York. There 
will be a dinner following the meeting. 


NEW YORK NOMINATORS CHOSEN 
The New York City Life Underwrit- 
ers Association’s nominating committee 
includes the three past presidents, ex- 
officers: L. A. Cerf, general agent State 
Mutual; A. V. Youngman, general agent 
Mutual Benefit Life; and R. G. Engels- 
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man, general agent Penn Mutual; three 
appointees of the president; G. P. Shoe- 
maker, general agent Penn Mutual, 
Adam Oberheim, supervisor, Mutual of 
New York; and E. M. Derby, Mutual 
Benefit Life; and three members ap- 
pointed by the agency committee: Max 
Schonberg, Penn Mutual; J. P. Powers, 
Prudential, and E. P. Donovan, Massa- 
chusetts Mutual. The committee will 
report at the association meeting May 
23. Elections will take place at the 
annual meeting June 13. 


BRISTOL TO MIDLAND MUTUAL 


William J. Bristol, Newark, for the 
past 11 years general agent of the Mu- 
tual Life in northern New Jersey, has 
resigned to take a similar position with 
the Midland Mutual Life. Prior to his 
present connection, he was with the 
Metropolitan Life 15 years. 


FAIRBANKS OPENS AGENCY 

The latest general agency appointment 
of the United States Life is that of the 
Fairbanks Agency, headed by R. W. 
Fairbanks, with offices at 80 John street, 
New York City. Associated with him 
are R S. Powell as associate general 
agent and J. D. Crawford, office man- 
ager. Both Mr. Fairbanks and Mr. 
Powell have specialized in accident and 
health. Prior to this appointment Mr. 
Fairbanks was with the Connecticut 
General for 18 years. Mr. Powell was 
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also with that company, and until ,he 
joined Mr. Fairbanks in this new agency 
was with the’ Ocean Accident, having 
joined that comipany in 1929. Mr. Craw- 
ford was also a Connecticut Generat Life 
man having been with that company a 
year and a half, previous to which he 
was with the Commercial National Bank 
of New York for eight years. 

Mr. Fairbanks has had considerable 
experience in the selling of life insur- 
ance as a personal producer, having es- 
tablished the record in 1937 of having 
sold and paid for $500,000 of business on 
30 lives in 11 days. While his new 
agency will be equipped to handle life, 
Mr. Fairbanks is planning to devote a 
large portion of his activities to the in- 
troduction of the broadened accident, 
health and hospitalization contracts of 
the United States Life. 


NEW YORK COURSE FOR LAWYERS 

The New York City Life Underwrit- 
ers Association will inaugurate its series 
of life insurance lectures for lawyers 
April 10. All the six lectures will be 
held at the Metropolitan Life’s audi- 
torium, Madison avenue and: 24th street, 
at 8:15 p.m. E. M. Otterbourg, chair- 
man of the New York County Lawyers 
Association’s committee on unlawful 
practice of law, will introduce the course 
at the first lecture, at which the speaker 
will be J. E. Bragg, manager Guardian 
Life of New York, New York City, who 
will speak on the “Life Insurance Con- 
tracts.” 

Other dates and speakers will be: 
April 17, Lelia Thompson, attorney, 
Connecticut Mutual home office, “The 
Disposition of the Proceeds of Life In- 
surance Policies;” April 24, Albert 
Hirst, counsel New York State Life Un- 
derwriters Association, “Life Insurance 
and Creditors’ Rights;” May 8, Leon 
Gilbert Simon, associate general agent 
Equitable Society, New York City. 
“Business Life Insurance Agreements;” 
May 15, Robert Dechert, counsel, Penn 
Mutual, “Life Insurance Claims;” May 
22, L. H. Pink, superintendent of insur- 
ance New York State, “State Supervi- 
sion of Life Insurance.” 

Association members have shown a 
great interest in getting tickets for their 
lawyer friends. Tickets may also be 
obtained by other lawyers who request 
them. 


PATTERSON AGENCY TO MOVE 


The Lloyd Patterson agency of Mas- 
sachusetts Mutual Life in New York 
will move April 22 to 17 East 42nd 
street. For several years it has been 
at 100 East 42nd street. The new of- 
fices will include a suite where Henry 
W. Abbott, former Massachusetts Mu- 
tual general agent in Pittsburgh, will 
conduct his clinic for advanced work. 


HONOR MILTON FEUER 








Milton Feuer, leading unit manager of 
the Lustgarten agency of the Equitable 
Society in Chicago, was honored at a 
luncheon on his 10th anniversary. Man- 
ager Sam Lustgarten, Ralph Grossberg. 
unit manager, and John Morrell, million 
dollar producer, spoke. 


STRIKING HARMONIOUS CHORD 


Chicago life men feel that at the 
present there are very few men of rather 
large income that are purchasing insur- 
ance. They are waiting to see what will 
be forthcoming in the presidential con- 
ventions and what the future may re- 
veal. Therefore, for the time being the 
line of least resistance seems to be to 
sell smaller policies to people who are 
seeking protection and who are anxious 
to add to any social security benefits 
that may be forthcoming. Those that 
have made a study of pension trust say 
that that has an appeal to heads of or- 
ganizations. 
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more in a mood to provide for those 
that have been associated with them for 
a number of years than they ever were 
before. The social security act has 
brought forward to the people the de- 
sirability of making themselves more 
secure. Therefore, when a pension trust 
plan is presented to an employer or 
board of directors it attracts attention. 
Natually this has to be done by a real 
expert. It is found, for example, that 
employes in the higher income brackets 
and older ages are more likely to remain 
with a concern for a long time. There- 
fore, when younger ages and the lower 
income bracket people are eliminated 
the cost is not so great. Most pension 
trust funds are based on a contributory 
basis. 





CENSUS MANAGER TO TALK 


G. W. Schreech, manager of the Chi- 
cago area office of the census bureau, 
will be guest speaker April 9 at the 
monthly meeting of the cashiers division 
of the Chicago Association of Life Un- 
derwriters He will tell how the census 
is being recorded for use. J. I. Salins, 
chairman, appointed as chairmen: Pro- 
gram, Anne Donahue, Penn Mutual; 
membership, J. C. Raupp, New York 
Life; publicity, Anna Goodstein, Connec- 
ticut Mutual; constitution and by-laws, 
J. W. Skogstrom, Fidelity Mutual; of- 
fice practices, Peter Mueller, Equitable 
Society; and reception, Miss A. E. An- 
derson, Provident Mutual. 


FOHR AGENCY HOUSEWARMING 


The L. J. Fohr agency of the Connec- 
ticut Mutual Life in Chicago held open 
house Monday afternoon and evening, 
so that inspection could be made of its 
new offices at 204 South La Salle street, 
Chicago, where Mr. Fohr some years 
ago opened his agency. He then moved 
to the Midland building and is now back 
to his former location Some 350 people 
paid their respects and received a wel- 
come by Mr. Fohr and his associates. 
They were brokers, solicitors, agents and 
general agents of other companies and 
other personal friends. Altogether the 
occasion was a very happy and success- 
ful one. 

Mr. Fohr is celebrating his 15th anni- 
versary with his company. He entered 
the life business with the Travelers 21 
years ago as an agent. Later he was 
made field assistant and then assistant 
manager. 





McLERAN WITH FOWLER AGENCY 


Donaldson R. McLeran, who recently 
resigned as assistant manager of the 
Mutual Life of New York in the Samuel 
Heifetz agency in Chicago, has become 
associated with the E. S. Fowler agency 
of the New England Mutual Life in that 
city. He was literally born in the life 
insurance business, being a son of the 
late George McLeran, who for many 
years was manager of the Home Life in 
Chicago and later he and his son become 
connected with the Mutual Life. 


LIFE LAWYERS MEETING 


Due to the fact that April 9 will be 
election day, the meeting of the Chi- 
cago Life Insurance Lawyers Club will 
be held April 8 at the Chicago Bar As- 
sociation, at 6 p. m. 

The program will consist of a paper by 
A. F, Gruenwald, “Delivery to Insured 
While in Good Health,” a story by E. A. 
Zimmerman, and review of current deci- 
sions by H. H. Goldstein. 


HOME LIFE CONTINUES GAINS 


_In Chicago the Home Life of New 
York is continuing the same rapid pace 
for the first quarter of 1940 that it set 
in 1939, according to John F. Walsh, 
resident assistant superintendent of agen- 
cies. For the first three months a 63 
percent increase was shown over last 
year. This follows a 58 percent in- 
crease for 1939. This year the company 
has only two agencies in Chicago com- 
pared to three during the same period 
last year. 


Prudential Program 


for Its Convention 


NEWARK—The annual business con- 
ference of the Prudential will open at 
the home offices April 15, extending 
through April 17. 

The supervisory forces of both the 
industrial and ordinary branches will at- 
tend the three-day session of discussions, 
in which executives and department 
heads of the home office also will par- 
ticipate. More than 500 field represen- 
tatives are expected to attend. 

Franklin D’Olier, president, will wel- 
come the delegates at the first session. 
There will be addresses by other execu- 
tive officers immediately following. The 
afternoon will be devoted to a reception 
tor the visitors. 


To Have Executive Sessions 


Closed executive meetings for both the 
industrial superintendents and the ordi- 
nary managers are on the agenda for 
Tuesday. The superintendents will meet 
in the morning in Newark. Both morn- 
ing and afternoon meetings for the ordi- 
nary managers will be held in the home 
office. 

Wednesday will be a third busy day 
for the conferees, the industrial repre- 
sentatives remaining in New York for 
further meetings and the ordinary man- 
agers returning to Newark for their 
closing sessions. 

All the conferees will attend the an- 
nual dinner, to be held at Commodore, 
New York City. President D’Olier will 
officiate as toastmaster and the address 
of the evening will be delivered by C. 
Barnard, president of the New Jersey 
3ell Telephone Company and a director 
of the Prudential. Others who will be 
heard are L. A. Reilly, New Jersey com- 
missioner of insurance, and L. H. Pink, 
New York superintendent of insurance. 


Guardian Agents Hit the 
Old Apple for Weidenborner 


A special campaign for new business 
was launched by the agencies of Guar- 
dian Life starting March 18. The cam- 
paign is to continue until April 30. It 
had its origin at the 1940 managers’ 
conference in New York last January 
when a special meeting was called bv a 
committee of the managers present and 
the idea presented of staging a special 
effort by the field in honor of Frank F. 
Weidenborner’s appointment as agency 
vice-president. The committee of Guar- 
dian managers comprised Ralph Trubey 
of Fargo, N. D.; Harry O. Snyder of 
Pittsburgh, George Hoffman of Chicago, 
Elmer Oistad of St. Paul, the Remole 
brothers of Minneapolis, J. T. Peterson 
of St. Louis, and Julius M. Eisendrath 
of New York, president of Guardian 
Life Leaders Club, who acted as tem- 
porary chairman. 


Eight Teams to Contest 


The campaign is in the form of a 
baseball contest with the agencies di- 
vided into leagues of eight teams each, 
according to their geographical location. 
Run-scoring credit for each application 
secured has been weighted so that all 
teams in a league compete on an equal 
footing. 

The basic objective is 100 percent 
representation of agents on an honor roll 
to be presented to Mr. Weidenborner. 
The minimum standard for inclusion on 
the honor roll is five sales during the 
contest period with a minimum of 12 
applications required to qualify a player 
as a .300 hitter. 


Lincoln National Leader 


C. W. Oetting, cashier in the Cleve- 
land agency of the Lincoln National 
Life, led all agencies of the company in 
conservation for 1939. Though his ef- 
forts the Cleveland agency had the 
highest percentage of reinstatements on 
lapsed policies. 
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New Home Office 
Model of Efficiency 


(CONTINUED FROM PAGE 3) 
there is a wing, the ground floor being 
a large auditorium with stage, which can 
be used as a gymnasium, fitted for bad- 


minton, squash, volley ball and basket- 
ball. On the floor beneath, — in 
the basement, there is a room 
given over entirely to a gymnasium. 


Then on the roof of this wing, 
which is tiled, games can be played dur- 
ing the summer season. There will be 
ample opportunity for employes to take 
advantage of this physical culture 
work. 


Various Groups Entertained 


The Bankers Life started Friday eve- 
ning of last week to entertain various 
groups so that they could all have an 
opportunity of inspecting the building. 
The first group was the staff of the 
“Register & Tribune,” the Des Moines 
local daily, the “Look” magazine and 
radio stations KSO and KRNT, all 
owned by the daily publishing firm. On 
Monday noon, in its auditorium the 
company was host at luncheon to the 
members of the Greater Des Moines 
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and the board of directors 
of the Des Moines chamber of com- 
merce. On Tuesday evening all em- 
ployes and their families were invited 
to inspect the building. On another eve- 
ning all the men who did any sort of 
work in connection with the building 
and their families were invited. The 
Iowa Press Association holds its an- 
nual meeting in Des Moines this week 
and on Friday noon the Bankers Life 
will entertain the members at lunch. 
This is an organization of editors of 
papers outside of Des Moines. 

Next week on Tuesday, the Bankers 
Life will have its own annual policy- 
holders meeting and those in attendance 
that have not seen the building will have 
an opportunity to make the rounds. On 
April 11-13, there will be the annual 
agency convention, the dedicatory cere- 
monies taking place the morning of 
April 13. On April 14-15 will be the 
conference of agency managers. 

From April 16 to 19 inclusive there 
will be a reception for the general pub- 
lic, the offices of the building being 
opened during four days and two eve- 
nings for inspection. This will close. 
therefore, the various activities in con- 
nection with the inspection of the struc- 
ture. 

One of the interesting features of the 
new building is the annunciatory device 


Committee 


be carried all 


whereby messages can 
through the building. Any message to 
reach all the employes can be made 


through this system. A person can be 
called on any point throughout the en- 
tire building and be reached readily. 
This system can be used to carry music 
throughout the building. A message 
can be carried to all employes simul- 
taneously. 


Air Conditioning System 


President Gerard Nollen explained 


to the various groups the air-condition- 
ing system, calling particular attention 


to the precipition on the pent house 
floor, which is a highly organized elec- 
trical device to clear the air of all for- 
eign substances through the breaking of 
atoms. The ceilings throughout the en- 
tire edifice are sound-proof. 

President Nollen called attention to 
the fact that flexibility had been one 
of the aims in the construction of the 
partitions and some of the other interior 
features are locked to the floor so that 
they can be moved readily at any time, 
thus giving more or less room as is de- 
sired. 

Striving for warmth and friendliness 
in the main lobby, the architects 
achieved that effect through the use of 
soft blending colors in the material se- 
lected as well as in the actual design 
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of the room. The large maps above 
the walnut panels executed in color are 
of the world and the United States with 
indications of the land altitude and sea 
depths. 

The lighting effects throughout the 
building are modernistic and give the 
utmost effectiveness without glare. The 
lighting fixtures are arranged in unique 
fashion and are the latest devices in 
lighting engineering. The design of the 
lobby received considerable thought. It 
was decided it should not be a cold, im- 
personal one, usually found in banks or 
other financial institutions. Acoustics 
of the highest order were considered, 
especially in the auditorium. Design 
of the surfaces so that they could be 
most easily maintained under varied 
uses were secondary considerations and 
a gay, but restrained decorative effect 
was secured. 

Removable Wall Panels 

The interior surface of the exterior 
walls, which in the conventional build- 
ings are of plaster, in the Bankers Life 
structure are of removable panels of 
18 gauge steel, reinforced in the back 
with spot welded panels. The reason 
for using this wall is that the cost of 
maintenance per square foot is one-fifth 
the cost of plaster. The initial cost 
was considerably less. It is possible to 
remove any panel and get to the wiring, 
plumbing or heating pipe which it con- 
ceals. “The most interesting part of the 
panel proper is that the panels them- 
selves are the heating system since back 
of them are one inch copper pipes, un- 
covered, through which hot water is 
pumped in winter and cold water in 
summer, which compensates for the 
heat loss and gain at the wall. 

The directors’ room is a beautifully 
proportioned one with three French 
windows overlooking a balcony and be- 
yond that downtown Des Moines. The 
office of the president is the central 
feature of the executive floor, it being 
the sixth. It is lighted by three large 
windows and is paneled in veneer from 
a very unusual log of East Indian 
laurel. The sixth floor corridor con- 
necting the principal executive office is 
wainscoted in walnut. The seventh floor 
is the pent house floor. 


Lighting System 


The elevators are the most modern 
type available. They are equipped with 
every safety device now known to ele- 
vator installation including an electric 
eye which stops the opening of the 
doors should they tend to close while 
someone is passing into the car. 

Different methods were used in vari- 
ous parts of the building in installing 
the lighting system. In the main clert- 
cal spaces pressed steel coffers are re- 
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cessed into the ceiling. The system used 
eliminates a forest of hanging fixtures 
and reduces the distance of travel of 
light. It eliminates the necessity of re- 
flecting light from an acoustical ceiling. 
The system of lighting is said to be 40 
percent more efficient than any other 
now in use. 


Transfer of Records 


One of the big problems in a life in- 
surance home office building is the 
transfer of files and documents from 
one department to another and the keep- 
ing of records. Bankers Life has used 
in its building pneumatic tubes. In this 
carrier a full heavy file of documents 
may be placed and transferred from any 
station in the building to any other at 
the rate of 30 feet per second, always 
passing through a central station where 
a transfer is made. 

In exhibiting the building young men 
thoroughly acquainted with all the fea- 
tures are chosen as guides and they take 
six or ten, explaining in detail the chief 
features of the structure. 

President Nollen is assisted in receiv- 
ing by Vice-president W. W. Jaeger, 
Vice-president and Treasurer, G. W. 
Fowler, Vice-president and Actuary, E. 
M. McConney: Secretary B. N. Mills 
and others of the official staff. Mr. Mc- 
Conney probably has given more time 
to studying architectural effects and de- 
signs than any other official. The pub- 
licity work is in charge of John H. Mc- 
Carroll, publicity and advertising man- 
ager. 


Life Insurance Is 
Lauded by Senator 





(CONTINUED FROM PAGE 3) 


Serious consideration should be given 
to the suggestions of those who desire 
to have government take over the life 
insurance business, the senator warned. 
These persons claim that the govern- 
ment could do a better job but such 
statements fool only persons who have 
not studied the facts. Life insurance 
provides one of the biggest funds for 
increasing purchasing power. As 80 
percent of the benefits go to women, 
it provides adequate purchasing power 
which they otherwise would not have. 
The life insurance premiums do not 
go into the company treasury and stay 
there, but are invested in government 
bonds, real estate, public works and 
basic industries. 

In comparing the management of 
government with that in private indus- 
try, Senator Tydings said the govern- 
ment is not dependent upon earnings 
while life insurance companies have to 
be managed efficiently in order to pay 
benefits. 

Senator Tydings asked whether it 
would be better for the people to have 
life insurance managed by a body of 
office holders or whether it should be 
left in the hands of men who have spent 


their lives running it most efficiently un- 


der conditions where government only 
lays down general rules and leaves the 
business to its own resources? 


Based on Human Records 


Life insurance is based on records of 
human experience and the policies are 
built on actual facts. Life insurance 
is not constructed on a political basis 
for the purpose of votes. If the pro- 
posed life insurance schemes are en- 
acted, it will not only mean certain 
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ruin to government insurance, but may 
affect the government itself. 

Life insurance should not be turned 
into a political football, the senator de- 
clared. He predicted dire results if the 
politicians campaigned on a basis of of- 
fering increased benefits from life insur- 
ance, whether it was possible or prac- 
tical to pay them. He insisted if the 
life insurance business is turned over to 
the federal government, it would be a 
politician’s paradise and not only break 
down the security of the life insurance 
business itself, but undermine govern- 
ment finances and ‘democratic institu- 
tions. Such a step would be a long 
step on the road to planned economy 
and state socialism. If the life insur- 
ance companies are permitted to con- 
tinue as pioneers, they will keep up 
their fine record of paying every dol- 
lar possible in benefits, making insur- 
ance less expensive and through its 
benefits affording wider security as time 
and circumstance permit. It would be 
wiser if government would pay more at- 
tention to government instead of at- 
tempting to operate or control private 
business, he declared. 


Zimmerman Gives Talk 


Charles J. Zimmerman, president Na- 
tional Association of Life Underwriters, 
told about the objective study of the 
life insurance business by TNEC, urg- 
ing the public to demand fair treatment 
on the part of the life insurance busi- 
ness, 

Senator Tydings was introduced by 
Austin T. Schussler, superintendent of 


agencies of the Metropolitan Life’s 
Great Lakes territory, who went to 


school with the senator at the Univer- 
sity of Maryland. S. D. Risley, assist- 
ant superintendent of agencies Metro- 
politan Life, was a guest. 

Frank J. Manning, Peoria manager 
Metropolitan Life and first vice-presi- 
dent of the Peoria association, presided. 
Chester T. Wardwell, Connecticut Mu- 
tual Life general agent, was general 
chairman. 

At a special dinner before the public 
meeting the visitors were guests of the 


officers of the Life Underwriters Asso- 
ciation of Peoria and the General 
Agents & Managers Association. K. E. 


Williamson, co-general agent Massachu- 
setts Mutual Life, presided. Mr. 
Schussler, Senator Tydings and Mr. 
Zimmerman spoke. Congressman Ever- 
ett M. Dirksen, and former Congress- 
man Edward Hull were present. 


Agents’ Compensation Plan 
Reviewed by M. A. Linton 


(CONTINUED FROM PAGE 3) 





to operate it, but to something else. Be 
that as it may, there is no doubt that 
large numbers of agents who have failed 
have had advances which put far more 
money into their pockets than is indi- 
cated by the record of their earned com- 
missions. Whether their failure resulted 
from the basic differences, psychologi- 
cally and therwise, between an advance 
and a salary may be open to question 


Tied to Economic Conditions 


the 


5. The broad subject of agents’ com- 
pensation can not be dissociated from 
economic conditions in the country at 
large. With a normally expanding na- 
tional income, many of the problems en- 
countered within the last decade would 
be greatly simplified. The tremendous 
drop in national income which occurred 
in the early 1930s and the failure as vet 
to attain the previous level of income has 
created special problems for a business 
whose product normally calls for the 
payment of premiums year after year. 
As has been shown in other places. the 
premiums being paid for life insurance 
in recent years have represented a 
higher percentage of the national income 
than in the 1920's despite the falling off 
in new life insurance issued. Hence it 
follows that as the national income in- 
creases, the margins available for new 
life insurance will also increase, and 



















































OUR FLAG 


The hopes and aspirations, the joys and sor- 
row, the romance and chivalry of the human 
race are symbolized in flags—the origin of the 
flag was in Divinity itself for Jehovah unfurled 
the first flag, the multicolored banner of the 
rainbow, as a signal of danger passed. 


The “do or die” spirit of American men and 
women has made our Nation one of the great- 
est of all—for a Nation is made great, not by 
its resources, but by the men and women who 
have cultivated those resources. America was 
a great land when Columbus discovered it: 
Americans have made it a great Nation. Their 
courage is woven into the red, their love of 
liberty into the white and their loyalty into the 
blue of our flag. 


The Institution of Life Insurance was builded of 
that courage, liberty and loyalty and carries 
on the ideals and traditions of a great Nation 
under a beautiful Stars and Stripes. If you are 
interested in this profession, you will find it 
pays to be friendly with 


PEOPLES LIFE INSURANCE CO. 
FRANKFORT The Friendly Company INDIANA 
























































WHEN THE NEED IS GREATEST 


Life insurance offers a guarantee of a 
known amount of income upon the 
happening of a certain event or at a 
self-selected date or age—a definite 
income ready at a time when the need 
is greatest and when the ability to meet 
the need is smallest. 


LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Bertrand J. Perry, President 
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some of the problems of the agents will 
be eased. 

“6. The committee faces its task 
with humility in view of the magnitude 
and difficulty of the problems that must 
be solved. It will welcome any con- 
structive suggestions, and asks that they 
be forwarded to the Life Insurance Sales 
Research Bureau in Hartford. It should 
be stated that the committee is studying 
the plans of compensation used by sev- 
eral companies that have been attempt- 
ing to find a more satisfactory method 
of paying for their business. 

“Tf it seems desirable to recommend 
certain changes in the methods of com- 
pensating agents it will be only after 
careful study of the relationship of such 
changes to legal requirements and of 
their effect generally upon the operations 
of a life insurance company. This will 
take time.” 


In addition to Mr. Linton the mem- 
bers of the committee were Claris 
Adams president Ohio State Life; Paul 


F, Clark, vice-president John Hancock 
Mutual; Jerome Clark, vice-president 
Union Central; R. C. McCankie, associ- 
ate actuary Equitable of Iowa; R. C. 
Guest, actuary State Mutual Life; C. J. 
Zimmerman, Chicago, general agent 
Connecticut Mutual: J. M. Holcombe 
and L. J. Morrison, Life Insurance Sales 
Research Bureau. 


Word Pictures Are 
Presented at 
Davenport Exhibit 


(CONTINUED FROM PAGE 5) 


have his insurance programmed, Mr. 
Devine asks him to write a letter to his 
wife and advise her how to handle his 
insurance money. This puts over the 
desirability of programming. 

Life agents have proved that their 
services are indispensable because they 
have been called upon to render service 
on war risk insurance and now on so- 
cial security, Mr. Devine said. 

In pointing out the advantages of be- 
ing in the life insurance business, Mr. 
Devine said that there is no other 
business in which an agent signs up a 
prospect as a life customer. In_ this 
connection he stressed the need for con- 
tinued servicing. He told a story of an 
agent who sold $5,000 on the life of a 
young man and did not go to see him 
until the policvholder had bought $90,- 
000 from other agents. The agent fi- 
nally called and the policyholder was 
offended because of the inattention and 
said he thought the agent had died or 
moved away. 

Although the life 





insurance business 


is progressing, it is necessary to con- 
tinue to do more thorough work, Mr. 
Devine said. Agents should study their 
markets more carefully. 

Mr. Devine urged new men to call 
on old policyholders. get their com- 
plaints and listen carefully so they can 
base their sales appeals and _ servicing 


on what the policyholders want. By 
calling on the old policyholders and 
programming their insurance and bring- 
ing their beneficiary provisions up to 
date, the agent will naturally gain a 
certain appreciation for his work and 
prove his indispensability. 

People are more and more income- 
minded today because of loss of salaries 
and loss of dividends on investments, C. 
Vivian Anderson, Provident Mutual 
Life, Cincinnati, declared. It is more 
important for a man of small means to 
have his insurance on a trust basis than 
for the man with larger income, be- 
cause he has to make his money do a 
more thorough job. Mr. Anderson 
urged agents to arrange their own life 
insurance on a program basis as a pre- 
requisite of selling other people on the 
idea. 

The key to selling, Mr. Anderson 
said, is to make the prospect realize 
that the thing he already owns is in- 
adequate. He cited numerous examples 
of sales technique, such as breaking the 
prospect’s insurance down on a monthly 


basis and making him admit of his own 
accord that the income is inadequate. 


He showed that the man who owns 
$10,000, payable $100 a month, can 
nearly double the number of months 


that sum is payable by taking an addi- 
tional $5,000 and by taking out a second 
additional $5,000 he can increase the in- 
come of his wife by nearly 300 percent. 
He emphasized the need for the emo- 
tional appeal. For example, in appro- 
priate cases he tells the prospect to “fix 
it so your wife won’t barge in on her 
children like your mother-in-law has on 
you.’ 

Mr. Anderson said agents should em- 
phasize to the prospect the need for him 
to carry more insurance by making such 


a point as, “It is strange how many 
men don’t realize their importance to 
their family and community. Such a 


thought makes the prospect realize the 
need of replacing his value by adequate 
life insurance. 


Sells Retirement at 65 


With the present day emphasis on re- 
tiring at 65 because of the social secur- 
itv provision, Mr. Anderson has been 
selling additional insurance to change 
ordinary life policies over to retirement 
at 65. 

Mr. Anderson stressed the fact that 
an agent has no business letting a man 
die without proper insurance payable to 
those whom he wants to get it. 

In the course of his talk Mr. Ander- 
son jotted down numerous calculations 
on large sheets of paper which he tore 
off and threw on the floor. He said 
once an agent commented on this waste- 
fulness of paper. Mr. Anderson ex- 
plained that he had written $7,000,000 


life insurance on the paper company 
and its employes, so that the more pa- 
per he buys from it, the more profit 


it will have to pay the premiums. 
Reviews TNEC Situation 
The TNEC situation in Washington 


was reviewed by Charles J. Zimmerman, 
president National association. He said 
the association was opposed to the idea 
of federal regulation. JIowa problems 
are different from Texas and the best 
government is that which is closest to 
the people, he said. There has been no 
demand from the public for change in 
the regulation of the life insurance busi- 
ness as it has had a splendid record. 
He urged a united front of all divisions 
of the business in order to meet the 
problems of the day. 

In discussing sales methods, Mr. 
Zimmerman said prospecting is not a 
method but the execution of a plan. 
He said that more men fail in life in- 
surance because of the men they fail 
to see than because of the men thev 
(CONTINUED ON NEXT PAGE) 
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GLENN M. GILLETTE 


Glenn M. 


port agency, 


Gillette of the Williams- 
of the Equitable Life of 
Iowa, R. G. Lauer, general agent, has 
completed 1,000 weeks of membership 
in the One-a-Week Club, having pro- 
duced at least one application for life 
insurance every calendar week for the 
past 20 vears. 

This is the third time in 14 months 
that the Equitable of Iowa has been 
privileged to make such an announce- 
ment. Jan. 7, 1939, Ben Bloch, Peoria, 
Ill., completed 1,000 weeks in the One- 
a-Week Club and on July 8, 1939, Ar- 
mand C. Piaff, a partner in the Grif- 
fin, Ingram & Pfaff Agency in Chicago, 
celebrated that same important anni- 
versary. 

Mr. Gillette’s entire insurance career 
has been with the Equitable of Iowa. 
He became a personal producer in 1919, 
following several years in the clothing 
business. He has paid for over $4,000,- 
000 in the past 20 years. His best year 
Was in 1932 when he produced $389,960 
of paid business. He has been a mem- 
ber of 18 of the annual production clubs. 


He lives and works in the farming 
community of Mansfield, Pa., which has 
a population of only 1,450. The fact 


that his record has 
small town, loc: nai: in a section that en- 
joys no unusual advantages, adds to his 
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fail to sell. For every dollar a man 
refuses to pay for life insurance premi- 
ums; his survivors pay double after his 
death, he said. 

Nile Kinnick, University of Iowa all- 
American ball play er, Was introduced by 
Charles M. Sessions, New York Life. 
Mr. Kinnick reminisced on his experi- 
ences and amused the audience with his 
anecdotes. 

Charles T. Davies, million dollar pol- 
icyholder of Wyomissing, Pa., told how 
he had built up his vast accumulation 
of insurance. Although Mr. Davies has 
appeared before a number of life in- 
surance meetings and sales congresses, 
his story never seems to grow old be- 
cause of his intense conviction of the 
value of life insurance. 

Vigilance in safeguarding the life in- 
surance business from government in- 
trusion was urged by Hugh D. Hart, 
vice-president Illinois Bankers. He said 
the government is today engaged in 245 
different types of business and the trend 
is toward its entering other private 
businesses. He cited the inroads made 
by the savings bank life insurance in 
Massachusetts and New York. He criti- 
cized the hostile attitude of the TNEC 
committee and said there is a decided 
prejudice in certain political quarters 
against the agency system. Politicians 
are eyeing the $28,000.000,000 of life 
insurance which is perhaps “the most 
tempting morsel that has ever been set 
up as a lure for the politicians of a 
nation.” 


Serious Threat to Business 


Mr. Hart said that the entrance of the 
government into social security and the 
proposed annuity program is a serious 
threat. Reduced interest rates and the 
difficulty of life companies to realize a 
satisfactory return On investments also 
present a serious problem. Mr. Hart 
said it is necessary for agents to pay 
more attention to these threats in order 
to protect themselves and their policy- 
holders. 

S. W. Sanford, Prudential manager, 
opened the congress in the absence of 


Joseph J. Hilbe, Guardian Life, presi- 
dent of the Davenport association. 
Frank E. Stewart, general agent Mu- 


tual Benefit and president of the Gen- 
eral Agents & Managers Association, 
opened the afternoon session. 


Leaders Preside 


John D. Moynahan, manager Metro- 
politan Life at Chicago and director of 
the Chicago association, presided at the 
morning session and Harry T. Wright, 
Equitable Society, Chicago, National as- 
sociation vice-president, presided in the 
afternoon. 

At the banquet in honor of Mr. Zim- 
merman, L. J. Dougherty, vice-presi- 
dent Occidental Life, was toastmaster. 
He paid tribute to Mr. Madden for his 
splendid work in aiding the association 
and expressed regret that Mr. Madden 
was leaving the life insurance _business. 











* 


In 1939 our ratio of lapse to 
insurance in force was low- 
est in the company’s history. 
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Parsons Agency in Lead 
for First Quarter Year 





The Bruce Parsons general agency of 
Mutual Benefit Life in Chicago paid for 
$1,000,450 of business on 122 lives in 
March and took first place for the first 
quarter year among all that company’s 
agencies. This is the first time the 
agency has forged to the lead since it 
was opened, although some time ago it 
recorded another $1,000,000 month. 

Mr. Parsons as soon as he took hold 
put on an aggressive agency building 
program, and -he has established his 
agency so it is now on a basis of steady 
production that can be relied upon. 

The record included the production of 
the Phipps and ‘Clement units and the 
branch office, managed jointly by E. C. 
and E, D. Hintzpeter. 

Leaders for an month in paid-for vol- 
ume were C. Minor, Winnetka, first, 
and Irving Goldie Rogers Park, second. 
Mr. Goldie tied with E. D. Hintzpeter 
for top honors in number of lives writ- 
ten. 

The agency has 47 full time men, an 
increase of 33 percent in its 2% years, 
and has increased volume for the first 
quarter 38 percent over the same period 
of 1939. 


Clarence Axman, “Eastern Under- 
writer,’ gave a resume of the talks 
given at the sales congress. Harry T. 


Wright, vice-president National associa- 
tion, was introduced. J. M. Hutchin- 
son, president of the Davenport cham- 
ber of commerce, spoke. Mr. Zimmer- 
man concluded the program with a short 
message. 

Oscar E. Hanson, Prudential super- 
intendent, supplemented the regular 
floor show with a clever Swedish inter- 
pretation. 

A clever plan was followed in intro- 
ducing persons present. A committee 
member at each table identified each 
person at his table. This proved very 
successful as the introductions were 
more audible than if each person had 
introduced himself. 





DAVENPORT SHORTS 


Many life men regret the decision of 
Karl E. Madden, formerly general agent 
of the Penn Mutual Life at Davenport 
and trustee of the National Association 
of Lite Underwriters, to leave the life 
insurance business to join the Iowa 
Fiber Box Company as assistant to the 
president. 

The events leading up to Mr. Mad- 
den’s new connection are characteristic 
of his well known ability as a salesman. 
He had been trying to sell business in- 
surance to the officials of the box com- 
pany and its affiliated organizations, but 
he had been unsuccessful in his efforts. 
Later one of the high officials of the 





company died and Mr. Madden made 
it a point to go to Keokuk, Ia., for the 


funeral. The next day he sold the com- 
pany $100,000 business insurance. Sub- 
sequently he sold more business insur- 
ance, introduced a salary savings plan 
and brought up the total insurance in 
force in the organization to $670,000. 
After he had sold the original $100,000, 
he made several stops on his return to 
Davenport on behalf of the box com- 
pany and sold 7 carloads of boxes. This 
attracted the organization’s attention to 
his sales ability, which led to the at- 
tractive offer which induced him to 
leave the life insurance business. As a 
climax to his sales feats Mr. Madden 
sold his new employers a $25,000 busi- 
ness insurance policy on his own life 
before he left the Penn Mutual to take 
up his new position. 

The Central Life of Iowa held a spe- 
cial gathering for 45 men the day before 
the congress. E. H. Mulock, president, 
discussed “Annual Statements and 
What I Expect From You.” Dr. M. I. 
Olsen, vice-president and medical direc- 
tor, spoke on “What You Mean to the 
Underwriting Department.” W. 


Poorman, vice-president and actuary, 
“The Relationship Between the Agent 
and the Company”; Peter Hondorp, 
“The Agency Department and What It 
Should Mean to You,” and George T. 
Carlin covered “The Importance of 
Keeping up on New Sales Ideas.” Vari- 
ous problems and company practices 
were discussed. Charles T. Davies, 
million dollar policyholder from Wyom- 
issing, Pa., who spoke at the congress, 
gave a short talk. A dinner was held 
in the evening. 

At the congress all the Central Life 
men wore red carnations. 

The idea of presenting the Davenport 
sales congress as an art gallery was the 
brain child of Richard R. McCabe, Equit- 
able Life of Iowa. In addition to the 
picture frame setting on the stage, the 
program was entitled “An Exhibition of 
Living Portraits” and the Masonic Tem- 
ple, where the congress was held, was 
renamed the “Gothic Gallery” for the 
occasion. 

Although Charles J. Zimmerman, presi- 
dent National association, has been 
widely and warmly received by many 
local associations, he had to admit that 
his triumphal introduction at Davenport 
with a fanfare sounded by cornets and 
resounding drum beats, was the most 
impressive he has ever received. 

The Davenport general agency of the 
Mutual Benefit Life held a special sales 
meeting for agents the day preceding 


the congress. Oliver Johnson, supervisor 
of the Parsons agency in Chicago, spoke. 
J. H. Leaver, service manager at Des 
Moines, was present. The gathering was 
in charge of Frank E. Stewart, general 
agent, who is president of the General 
Agents & Managers’ Association of 
Davenport. 

Genial R. H. Busch, Penn Mutual Life, 
Galesburg, was on hand. 

Newell C. Day, Equitable of Iowa gen- 
eral agent, Davenport, had a_ special 
meeting for 20 men at which Fred B. 
Woodruff, home office supervisor, spoke. 
Agents from Burlington and Rockford, 
Ill., attended. 

Francis P. Beiriger, Connecticut Mu- 
tual general agent at Rockford and vice- 
president Illinois association, drove C. J 
Zimmerman, national president, over 
from Peoria, where they had attended a 
public meeting of the Peoria association. 

James E. Rutherford, Des Moines gen- 
eral agent Penn Mutual Life and the 
newly appointed trustee of the National 
association, was a welcomed guest. 

Sayre McLeod, Jr., home office super- 
visor, attended a sales meeting in 
Davenport of the S. W. Sanford, ordinary 
agency of the Prudential, earlier in the 
week. 
simplified programming sys- 
the Union Central Life was 
Tellkamp, Daven- 


The new 
tem used by 
devised by Roland F. 
port manager, when he was located at 
Tulsa. Mr. Tellkamp has been in life 
insurance for 10 years, starting at Rock- 





opportunity for promotion. 
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WANTED 


By an Illinois Mutual Life Company 


TWO MEN 


Who know how to appoint agents and get them into produc- 
tion, and who can produce personal business. Position covers 
expansion of both Northern and Southern Illinois. 


In addition to salary and bonus the position offers an unusual 


In reply give complete history of experience together with 


Address L-47 
The National Underwriter, 175 W. Jackson Blvd.—Chicago 








business. 


mission and bonus. 


tunity. 


Address L-39, 


Chicago, Il. 


\ \ E want a man who knows how to appoint agents and 
get them into production, and who can produce personal 
We are ready to start a development program in 
Illinois, and the states adjacent to it. To the right man, we 
will assign part or all of a state, and pay a salary, com- 


Those replying should be 25 to 35 years old. This is not a 
routine, average job. It is a real business building oppor- 
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ground in first letter. 





SPLENDID OPPORTUNITY 
for AGENCY SECRETARY 


A 35-year old progressive Company, located in a beautiful Western 
City, wants man capable of handling duties of Agency Secretary. 


The man selected must be able to handle all agents correspond- 
ence, agency contracts, prepare sales material, analyze costs and 


Experience in the Field desirable but not essential. 
Submit complete record of experience and educational back- 
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ford and later going to Tulsa before 
being transferred to Davenport. By 


using the simple programming plan he 
has been able to increase his and his 
men’s production considerably. 

Walter Sharnborg, Bellevue, Ia., agent 
Bankers Life of Iowa, who led the com- 
pany in production in 1939 and is a 
member of the President's Premier Club, 
was on hand and received congratula- 
tions. 

Paul C. Otto, Davenport general agent 
of the Connecticut Mutual Life and 
president of the Iowa Association of Life 
Underwriters, took an active part. 

O. L. Gustafson kept up his reputation 
a song leader. 


as 


Would Freeze Out 
Life Companies 


(CONTINUED FROM PAGE 5) 
799,000 at the end of 1929. Much of the 
shrinkage in farm mortgages is ac- 
counted for by farm real estate held un- 
der foreclosure. During the same period 
those companies’ holdings in farm real 
estate acquired in satistaction of debt 
went from $81,907,000 to $529,392,000. 


Competition Impossible 


Without drastic outside competition 
much of this investment in farm prop- 
erty would again become farm mortgage 
investments but it is certain that if the 
government offers 3 percent mortgage 
money to the farmers the life companies 
are going to have to seek other invest- 
ment channels for most of the funds 
that would otherwise go into farm mort- 
gages. In spite of the farmer's tradi- 
tionally independent attitude, it ex- 
pected that the lure of 3 percent mort- 
gage money will overcome any scruples 
he might have about the dictatorial dom- 
ination to which he would have to sub- 
ject himself. 


is 


The bill places this control in the 
hands of one man, designated as the 
governor, who is responsible to the Sec- 
retary of Agriculture. First, the bill 


takes away any right to take advantage 
of the Frazier-Lemke farm moratorium 
law. While the bill contains other pro- 
visions for adjustment which presum- 
ably eliminate the need for the Frazier- 
Lemke act’s protection, the point is that 
the farmer would be strictly at the 
mercy of the governor and his deputies. 
He could accept their ideas of fair ad- 
justment—or else. 

Another provision is that where land 
is being resold to the man on the land 
with a mortgage which is close to 100 
percent of the value the governor has 
full power to prevent waste and exhaus- 
tion of the land and more important has 


the right to say what constitutes waste 
or exhaustion. Since the governor has 
the right to take the farm away if these 
conditions are being violated the farmer 
actually would have the farm only dur- 
ing good behavior. It should be noted 
that this particular power applies only 
in “sell-back” cases. There is also a 
provision that the borrower has no right 
to obtain a second mortgage, nor can 
he sell or assign his equity or any part 
of it without the governor’s consent. 

One bad effect that is feared is the 
inflationary influence of cheap farm 
mortgage money. Cheapening of money 
rates tends to promote inflation, just as 
higher interest rates tend to check it. 
Any effort on the part of the govern- 
ment to control any such tendency 
would place the government in the role 
of having to decide more or less arbi- 
trarily who should be permitted the 
privilege of borrowing at 3 per cent on 
a farm and who should not. 
Organized During War 

The federal land bank system, which 
the Jones-Wheeler bill is designed to 
take over, was organized during the 
World war as a cooperative credit en- 


terprise for farmers. It has a history 
of sound management. Money was 
raised by selling bonds to the public 


and each borrower was required to sub- 
scribe to stock in an amount equivalent 
to 5 percent of his loan. The Jones- 
Wheeler act would pay back this 5 per- 
cent to the borrowers. 

Under the original setup there were 
12 federal land banks, each bank having 
several hundred individual, farmer- 
owned national farm loan associations 
which in turn owned the stock in the 
federal land banks. They elected the 
board of the federal land banks, with 
the federal government having repre- 
sentation on the board. When the land 
bank system got into trouble with fore- 
closures, the federal government appro- 
priated money to the system’s surplus 
but took over voting control during the 
time that the government had its monev 
invested in the system. Then, in the 
emergency in 1933 the government set 
up a new corporation, the Federal Farm 
Mortgage Corporation and issued bonds 
guaranteed by the government. The 
Jones-Wheeler act provides that the en- 
tire system be taken over by the Fed- 
eral Farm Mortgage Corporation. While 


sponsors deny that the land banks 
would be affected, study of the bill 
shows that they would actually be re- 


duced to mere service offices. 


Carl Jobe of the Los Angeles office 
of the Retail Credit has been promoted 
to manager in Portland, Ore. He suc- 
ceeds Wallace Eastham, transferred to 
Spokane, Wash. 
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When an Occidental Life 
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sales. Perfect Protection, an 
exclusive feature of Occi- 
dental policies, gives the 
assured an income for dis- 
ability from the first day, 
IRRESPECTIVE OF 
CAUSE. 


ENTAL 











Connecticut Mutual Life 
Secretary Dies in Florida 








STEINER 


HENRY H. 


Farmington, 
Fla., Monday 


Henry H. Steiner of 
Conn., died at Captiva, 
night. He was secretary of Connecti- 
cut Mutual Life and had been associated 
with the company since 1915 when he 
was appointed a supervisor of agencies. 
Prior to joining Connecticut Mutual he 
had 17 years’ experience as agent and 
general agent for Equitable Society. 

In 1918 Mr. Steiner was named agency 
correspondent by Connecticut Mutual, 
and a year later was elevated to super- 
intendent of agencies. He was made 
agency secretary in 1925, a position 
which he held until 1929 when he was 
made secretary of the company. 

During Mr. Steiner’s term as superin- 
tendent of agencies and agency secre- 
tary, the business of Connecticut Mutual 
increased from a yearly production of 
$31,000,000 to more than $130,000,000. 
During this period Connectitcut Mutual 
also made rapid gains in insurance in 
force, increasing from $285,000,000 in 
1918 to more than $900,000,000 in 1929. 

Since becoming secretary of Connecti- 
cut Mutual, Mr. Steiner had devoted 
most of his time to ways and means of 
conserving existing insurance in force. 
In this capacity he had been responsible 
for various developments in Connecticut 
Mutual which contributed to the insur- 
ance in force gains in recent years. Mr. 
Steiner also worked closelv with other 
companies on conservation problems. 
At the time of his death he was chairman 
of the Research Bureau’s committee on 
persistent business. 


Mr. Steiner was born in Augusta, Ga., 
in 1875, and graduated from the Univer- 
sity of Georgia in 1895. 


Davies Addresses Dinner 
of Kankakee, Ill., Group 


Several notables addressed a dinner of 
the Kankakee ‘County (Ill.) Association 


of Life Underwriters. C. T. Davies, 
millionaire of Wyomissing, Pa., who has 
addressed many underwriters’ meetings, 


telling why he owns a large line of life 
insurance; B. J. Stumm, general agent 
Northwestern Mutual Life, Aurora, III, 
and president Illinois Association of Life 
Underwriters; C. L. Coyner, manager 
Mutual Life of New York, Chicago, and 
Miss Joy M. Luidens, executive secre- 
tary Chicago Association of Life Un- 
derwriters, were the speakers. 

Mr. Davies was introduced by F. A. 
Palumbo, Mutual Life of New York, 
president Kankakee association, and the 
other speakers by Whitney Ferris, pro- 
gram chairman and vice-president. Mr. 
Palumbo said only recently Mrs. Davies 
heard her husband speak for the first 
time, and at the conclusion suggested 
he secure more life insurance. This 
they did on the life of their son. Mr. 


Palumbo said Mr. Davi ies does not give 
merely “lip service,” but “gives of him- 
self to spread the good word of life in- 
surance, giving up his home life, which 
is very dear to him, to talk to life un- 
derwriters and their friends.” Since he 
made his first talk on life insurance a 
year ago at Chicago, he has spoken 
throughout the United States. 

Miss Luidens extended greetings. Then 
commented on the operations of an as- 
sessment concern which sells a family 
policy on $1 a month basis, s saying many 
inquiries have been received. She read 
a letter from J. U. Cullen, supervisor 
of the insurance department’s assessment 
life division, which held a circular of 
the company was objectionable and or- 
dered such material be eliminated. The 
company has discontinued its alleged 
misrepresentations. 


CL. U. 


Thompson Detroit Speaker 


H. B. Thompson, - secretary-coun- 
sel Associated Life General Agents & 
Managers and secretary-treasurer Mich- 
igan Association of Life Underwriters, 
addressed the Detroit C. L. U. chapter 
on the activities of the last legislature 
and the present trend of life insurance 
legislation, from both the policyholders’ 
and the field men’s standpoints. 











Albany Chapter Formed 


The Albany (N. Y.) C. L. U. chapter 
has been established with seven charter 
members. They are H. W. Hume, 
president; S. L. McCarthy, secretary; 
Barney Nudelman, vice-president. Other 
members are E. H. Perkins, Craig 
Thorn, O. L. Saether, Marcus Mabee. 
Companies represented are the Provi- 
dent Mutual, Columbian National, Trav- 
elers, Connecticut Mutual and Pruden- 
tial. 








Connectict Mutual's 
Training School Opens 


HARTFORD—Seventeen men from 
nine states are participating in an in- 
tensive three weeks’ course of training 
being conducted at the Connecticut Mu- 
tual Life home office. The school is 
under the general direction of V. B. 
Coffin, second vice-president, who is ac- 
tively assisted by G. F. B. Smith, as- 
sistant superintendent of agencies, and 
Agency Assistants G. C. Coulson and 
R. E. Pille. Many home office officials 
are on the program to speak on those 
subjects in which they specialize. Among 
these subjects will be advertising, med- 
ical underwriting, company investments, 
erc. 

A full day of classes, held from 8:30 
a. m. to 4:30 p. m., covers a curriculum 
which includes such subjects as prin- 
ciples of life insurance, policy contracts, 
salesmanship and actual drill in making 
sales presentations. 





The Charles B. Knight agency of the 
Union Central Life in New York City, 
paid for $1,215,355 in March and for 


$4,898,304 for the year to date. 





PURE PROTECTION 


LOW COST 
LIFE INSURANCE 











Ordinary, Whole Life Policy Without 
Investment Features. 





Life Insurance i in itself is inexpensive. 






We have many other unusual, mon 
saving Poutcies that are a 
investigating. Write for particulars. 






Interstate Reserve 
Life Insurance Company 
Ten East 


Pearson Street, Chicago 
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LEGAL RESERVE FRATERNALS 





| Pluses of Fraternal 
| Institution Told 


Great strength has been given the fra- 
ternal life insurance institution in recent 
years by development of the juvenile 
membership movement, it was declared 
by Farrar Newberry, secretary of Wood- 
men of the World, Omaha, in an article 
distributed this week by the National 
Fraternal Congress, the second in its 
series designed to improve public rela- 
tions. More than 1,000,000 boys and 
girls are enrolled in the junior lodges, 
he said. They represent new _ blood 
which will serve to keep the fraternal 
benefit system strong and _ vigorous. 
They are also learning sound democratic 
principles—thrift through life insurance; 
character, formed through the influence 
of his or her lodge; good Americanism. 

Mr. Newberry talked on the “pluses” 
of the fraternal system. One of these 
“pluses” lies in the fact that the system 
has representative government, he said. 
The laws which govern and the admin- 
istering officers are chosen by represen- 
tatives of the members. These laws 
from time to time may be revised to 
safeguard members’ interests, and the 
officers are subject to periodic retention 
or rejection by elected delegates. 

“It follows that the fraternal insur- 
ance contract itself may be amended. 
and without expensive court litigation. 
if impairment of reserves presents the 


WOODMEN oF THe WORLD 
LIFEINSURANCE SOCIETY 


Its investments of more than $129,- 
000,000 are largely in Government, 
State and Municipal Bonds. 


It has paid to beneficiaries over 
$266,000,000, and to living members 
over $51,000,000. 


It values all of its outstanding busi- 
ness on the American Experience 
Table and 3%, and for each $100 
of reserve and current liability it 
has assets on hand of the value of 
$117.51. 

ee 


Through prosperity and depression, 
war and epidemic, its financial 
strength has paralleled its record 
of insurance and fraternal service. 


" It maintains at San Antonio, Texas, 
an endowed free hospital for mem- 
bers who suffer with tuberculosis. 
This institution is on the accredited 
list of the American College of 
Surgeons. 

® 


Founded in 1890, the Society is this 
year celebrating its 50th Anniver- 
sary with a great nation-wide cam- 
paign for new members. 


* 
De E. Bradshaw, Pres. Omaha, Nebr, 
THE WOMAN’S BENEFIT ASSOCIATION 


Founded 1892 
A Legal Reserve Fraternal Benefit Society 


i Bina West Miller Frances D. Partridge 
; Supreme President Supreme Secretary 
































Port Huron, Michigan 











necessity,” Mr. Newberry commented. 
“The problem, while unlikely of becom- 
ing acute in any sound, well-managed 
insuring entity, is thus the more easily 
and with less expense to members re- 
solved through fraternal or open con- 
tract operation. 

“The local lodge is perhaps our most 
notable ‘plus,’ because it affords mani- 
fold opportunities outside the mere en- 
rollment on the insurance books as a 
policyholder. This local unit is a place 
for self-improvement. It is a meeting 
ground for the formation of enduring 
friendships. It is a forum for training 
in debate and a stage for the develop- 
ment of oratorical, musical and other 
talents. Too, it is a recreation ground 
for the members and their families. Most 
important, it is a working center of char- 
ity for the poor, assistance for the un- 
employed and ministration for the sick. 
If a complete record had been kept of 
all the acts of brotherhood of all our 
present 100,000 American local lodges, 
and that record could now be published. 
it would astound the world.” 





Michigan Managers 
Discuss Persistency 


A panel discussion on persistency was 
conducted at the first of a series of 
monthly meetings of the Michigan Fra- 
ternal Field Managers Association held 
in Detroit. The organization has a 
year’s program outlined with important 
subjects for discussion and a group 
leader for each meeting. 

John E. Little, field director Mac- 
cabees, led the discussion on persistency. 
The 10 state leaders in attendance had 
been asked to be prepared to discuss the 
subject freely. Mr. Little reviewed the 
salient suggestions of Actuary F. J. 
Gadient of Modern Woodmen presented 
at the February meeting of the Fraternal 
Field Managers Association and the ex- 
perience of Maccabees. He also told 
the practices of the society in cooperat- 
ing with the field people in maintain- 
ing business on the books. 

It was observed generally that the 
field man delivers the certificates to the 
new members, although one society in 
the small group represented delivers all 
certificates through the lodge secretary 
and in two societies the field men, in 
some instances, deliver the certificates 
and under certain circumstances the 
lodge secretary delivers them. 

It is the general practice, apparently, 
for lodge secretaries to be responsible 
for all rate collections although field 
men usually cooperate in collection of 
rates during the first year and some- 
times during later years. A representa- 
tive reported his society recently 
experienced considerable success in com- 
bining the collection duties of the lodge 
secretary with the usual duties of the 
field man. Most of the representatives 
indicated that the lodge secretaries in 
their societies do not generally go out 
and make collections. Members usually 
pay their raics at the.lodge meetings or 
send them to the lodge secretary. The 
field men, however, oftentimes cooperate 
with the lodge secretary by making ac- 
tual collections, especially during the first 
year of membership, and turning over all 
such rates to the secretary. 

In about half of the societies repre- 
sented, the lodge secretaries send rate 
notices for annual rate payments, al- 
though usually not for monthly pay- 
ments. Several of the representatives 
reported their societies also send an- 
nual, semi-annual and quarterly rate no- 
tices from the home office. Over half 
the representatives at the meeting re- 
ported their societies include lodge dues 
in the rates typed on the certificates. 

The nexte meeting will be held at the 
Detroit Leland Hotel April 22, with 
Ralph M. Norrington, field supervisor 


Gleaner Life as’ chairman. Mr. Nor- 
rington is president Michigan Fraternal 





Field Managers Association. The sub- 
ject will be recruiting. 
Five FIC Awards Are Made 


The FIC (Fraternal Insurance Coun- 
selor) degree has been awarded to P. 
R. Felda, F. W. Kettner, E. F. Lehm- 
kuhl, A. F. Meyer and L. W. Mielke, all 
representatives of Aid Association for 
Lutherans, Appleton, Wis., who have 
passed the required examinations of the 
Fraternal Field Managers Association, 
which sponsors the educational course 
and bestows the degree. J. E. Little, 
actuary Maccabees, secretary-treasurer 
of the association, announced the 
awards. 





Hadley Honored on Birthday 


Protected Home Circle observed the 
birthday of President S. H. Hadley by a 
special birthday campaign for net in- 





crease which closed March 15, the an- 
niversary. Meetings were held through- 
out the country honoring Mr. Hadley. 
including Youngstown, O., Detroit. 
Sharon, Pa., the home city, and many 
other places. The office club at the 
home office gave a surprise luncheon 
there for Mr. Hadley. He was show- 
ered with congtatulatory messages on 
his birthday. The Detroit district bv 
producing the largest percentage of net 
increase in membership from June. 30. 
1930, to Jan. 31, this year, won the honor 
of having Mr. Hadley attend a special 
celebration. F. E. Wiswell of Detroit. 
state deputy for Michigan, was toast- 
master. 


Veteran Woman Employe Dies 
DETROIT—Miss Ada Theobald, old- 
est employe of Gleaner Life, died at the 
age of 75. She was the first clerk em- 
ployed when the company was founded 
in Caro, Mich., in 1894 and has been 
employed continuously since then. 
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FIFTY-SEVEN YEARS 


@P ON JANUARY 5, Modern Woodmen of America 


rounded out fifty-seven years of faithful 
life insurance service to members and 
beneficiaries. During this long period 
the Society has disbursed in excess of 
$610,000,000 in death and cash benefits. 
All claims are paid with a promptness 
equaled by few life insurance organiza- 
tions. 


@P> MODERN WOODMEN OF AMERICA has always 


fulfilled its mission of human helpfulness. 
lt has disbursed thousands of dollars in 
cash for the relief of distressed members 
throughout the United States. More 
than 11,000 members have been treated 
free of charge at its tuberculosis Sana- 


HEAD OFFICE 





torium in Colorado. 


Life Insurance Protection for the Entire Family 


MODERN WOODMEN OF AMERICA 


ROCK ISLAND, ILLINOIS 




















A NEW HIGH 





Canada. 


After only ’ p 
Association for Lutherans has gained a_ very enviable 
position in the fraternal life insurance field. 


Over $200,000,000.00 Insurance in Force 


and 


Over $32,000,000.00 Assets 


thirty-seven years of existence, the Aid 


Its record for gain of life insurance during the year 
1939, and the entire period of the depression, is out- 
stending among the legal 
and to-day the Aid Association ranks among the six 
who lead in gain in life insurance in force. 
recognized everywhere as one of the most successful 
life insurance organizations in the United States and 


reserve fraternal societies, 


It is 


Arp ASSOCIATION for LUTHERANS 


The Largest Legal Reserve Life Insurance Organization 
Exclusively for Synodical Conference Lutherans. 


Appleton, Wisconsin 


Alex. O. Benz, Pres. 
Otto C. Rentner, Vice-Pres. 


Albert Voecks, Secy. 
Wm. H. Zuehlke, Treas. 
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sien Cities Make Bids 
for Convention in 1941 





(CONTINUED FROM PAGE 5) 

they will at least be in line for the fol- 
lowing year’s convention. 
MINNEAPOLIS WANTS AUGUST DATE 

MINNEAPOLIS — Minneapolis will 
make a strong bid for the 1941 annual 
meeting of the National Association of 
Life Underwriters and with that aim in 
view W. S. Leighton, president of Min- 
neapolis Life Underwriters association, 
left this week for the mid-year meeting 
at Atlanta, to press Minneapolis’ claim. 

The Minneapolis association has the 
backing of all local associations in the 
state and also of the various general 
agents and managers organizations. Mr. 
Leighton will urge that the 1941 meet- 
ing be set the last part of August, when 
weather conditions are ideal in Minne- 
sota and those attending from other 
states can enjoy the fishing and recrea- 
tional advantages of the state. He has 
consulted the weather records over a 
period of years and these show that the 
final week of August normally is cool 
and without rain. 


BACKING FOR SALT LAKE CITY 


SAN FRANCISCO—A resolution 
approving Salt Lake City as the 1941 


convention city of the National Asso- 
ciation of Life Underwriters was 
adopted by the directors of the San 


Francisco Life Underwriters Association 
at a ee meeting. In its resolution 
the San Francisco association refers to 
Salt Lake City as an “ideal location for 


a successful and outstanding conven- 
tion.” 
CLEVELAND NOT TO BID 
CLEVELAND—In a poll of the 
membership of the Cleveland Life Un- 
derwriters Association to determine 
whether an invitation should be ex- 
tended to the National Association of 
Life Underwriters to hold the 1941 


meeting here, the verdict was negative. 
The Cleveland association stands on the 
vote of a majority of the membership. 
The Cleveland association put up a 
strong bid for the 1939 convention and 
made an especial effort to land the 1940 
meeting. Inasmuch as there are no lo- 
cal companies to help bear the expense 
of these campaigns in Cleveland, some 
of the general agents, who had borne 
the cost, felt that they did not desire to 
finance another campaign. 


DETROIT TO SUBMIT BID 

DETROIT—The National Associa- 
tion of Life Underwriters will be invited 
to hold its annual meeting in 1941 in De- 
troit. 

Officers and directors of the Qualified 
Life Underwriters decided upon the 
move at a board meeting April 1. R. W. 
Turner, Connecticut Mutual Life, 
president of the association, was desg- 
nated as official delegate to convey the 
Detroit invitation to the National asso- 
ciation at its mid-year meeting in At- 
lanta. 

The movement has the full support of 
the Associated Life General Agents & 
Managers, who approved the suggestion 
at a board meeting with President E. P. 
Balkema, manager Northwestern Na- 
tional, presiding. 





LOS ANGELES VOTES TO COMPETE 


LOS ANGELES—The Los Angeles 
association Tuesday voted to invite the 

















Assets at close of 1939, 
$87,500,000 — 
highest in history. 
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vice-* 


National Association of Life Underwrit- 
ers to hold its 1941 convention here and 
set up a minimum budget of $8,000 to 
entertain the convention. This action 
followed a joint meeting of the directors 
of the Los Angeles Life Underwriters 
Association and Life Insurance Manag- 
ers Club Monday and a meeting of the 
managers association Tuesday. At this 
last meeting President Alfred E. Payton 
of the club presided and President Leon 
Soper of the life underwriters spoke in 
favor of the move as did Vice-president 
Henry E. Belden, chairman of the life 
underwriters committee, and Walter J. 
Stoessel of the managers committee. 





Unusual “Non-Admitied” 
Issue in West Virginia 


The West Virginia attorney-general 
has given an opinion, in response to 
an inquiry from Commissioner Sims, re- 
garding the activities of the Federal Em- 
ployees Benefit Association of Birming- 
ham, Ala. Mr. Sims, in his inquiry, 
stated that this association is soliciting 
entirely by mail from Birmingham, life 
insurance that is carried through Pro- 
tective Life of Birmingham on a group 
basis from federal and state employes. 

Protective Life is regularly licensed 
in West Virginia and Mr. Sims desired 
to know whether a company licensed in 
West Virginia may legally transact busi- 
ness in the manner that is pursued by 
the Federal Employees Association. 

The attorney general replied that the 
insurance commissioner has power to 
regulate if Protective Life does, in fact, 
underwrite or issue policies for Federal 
Employees Benefit Association in such 
a manner as to constitute the associa- 
tion a mere agents insurance company 
of Protective Life, regardless of the fact 
that the policy is executed, consum- 
mated and issued outside of West Vir- 
ginia. However, he said, the deter- 
mination of the factual situation with 
respect to the relationship between these 
companies rest with the insurance com- 
missioner. 


Make Progress on Group 
Standard Provisions in Cal. 


SAN FRANCISCO—As the result of 
a number of meetings the past week of 
the commissioner’s committee for the 
consideration of group disability stand- 
ard provisions, considerable progress is 
reported to have been made. Another 
meeting is to be held April 17, when 
it is hoped definite action may be taken 
looking toward adoption of the stand- 
ard forms. 

In addition to members of the com- 
mittee appointed by Commissioner 
Caminetti several months ago, several 
prominent group disability men under- 
writers from New York attended the 
sessions the past week, including Gil- 
bert Fitzhugh, Metropolitan Life; 
Henry Reichgott and W. W. Mincks, 
Equitable Society, all representing the 
Group Association, unofficially so far as 
the committee was concerned. Mem- 
bers of the committee of which Harold 
Haas, deputy commissioner, is chair- 
man, in attendance at the meetings 
were: G. W. Kemper, Fireman’s Fund 
Indemnity, representing the Bureau of 
Personal Accident & Health Underwrit- 
ers and the recently organized Pacific 
Coast Conference on Hospital, Medical 
& Surgical Insurance; Arnold Brown, 
Metropolitan, representing the accident 
and health section of the Group Asso- 
ciation, and J. N. Andrews of the Cali- 
fornia department. Marcus Gunn, Cali- 
fornia Western-States Life, who rep- 
resents the Accident & Health Under- 
writers Conference, did not attend the 
sessions. 





Takes Lead in President’s Month 


The C. M. Vaughan general agency 
of Equitable Life of Iowa in St. Louis 
was first in paid business among all the 
company’s agencies in March, “presi- 


dent’s month,” exceeding its special al- 
lotment for the observance. The com- 
pany had a 16 percent gain in March, 
$5,300,000 being paid for, the best month 
since January, 1939. The Vaughan 
agency was 47th when he took charge in 


December, 1936; in 1937 it stood 20th, 
1938, 13th, and for 1939 it was in ninth 
place. Its 1940 production places it 


about, fourth. 


Injunction on Holding Life 
of Detroit Meeting Denied 


CINCINNATI—The United States 
court of appeals here has just handed 
down a decision on the Life of Detroit 
litigation, refusing to issue a permanent 
injunction restraining the officers from 
holding a meeting to consider a rein- 
surance proposal. 

The initial injunction proceedings 
were brought in the federal district 
court in Detroit on part of the man- 
agement of the Life of Detroit to pre- 
vent a meeting of stockholders. The 
federal judge there denied the injunc- 
tion. The management contended that 
the holding of a stockholders’ meeting 
at this time would not be in the best 
interest of the policyholders and stock- 
holders. The issue was then taken be- 
fore the United States circuit court of 
appeals at Cincinnati. 

F. A. Ossanna, attorney at Minne- 
apolis, chairman of the board and chair- 
man of the executive committee of the 
company, holds proxies for 2,079 of the 
4,000 shares. He has already given an 
option to the president of a Chicago 
company to purchase the stock. The 
annual meeting was scheduled for Feb. 
26, and has not been held. A bitter 
fight has been put up by the manage- 
ment and until now it has been suc- 
cessful in not holding a meeting. 

Advices from Detroit indicate that a 
meeting will be held this week. The 
president of the Illinois company is in 
Detroit and some action is expected 
soon. 


Emery Addresses Stotz Banquet 


Commissioner Emery of Michigan 
will address the banquet of the R. R. 
Stotz agency of Mutual Benefit Life at 
Grand Rapids, Mich., Saturday evening, 
climaxing the annual agency conference. 
About 130 are expected to attend. The 
home office will be represented by A. J. 
Riley, chief underwriting executive; A. 
J. Kirkland, assistant secretary; Dr. J. 
F. Whinery, assistant medical director, 
and Miss Mildred Stone, agency field 
secretary. Donald Clark, Detroit gen- 
eral agent, and the members of his or- 
ganization will participate. 

Rein Vader of Grand Rapids received 
the award as 1939 leader. John Erskine, 
Benton Harbor, received the award for 
the best all around job in 1939. 


Plans of Security General, Tenn. 


It is understood that those interested 
in promoting Security General of Ten- 
nessee desire to organize a company 
with the idea of taking over one of the 
fraternal societies of the state. Applica- 
tion has been made to the secretary of 
state for a charter. The next step would 
be to apply to the insurance department 
for authority to sell stock under the 
blue sky laws. Hillsman Taylor, one 
time president of the old Missouri State 
Life, is one of the incorporators. It 
is understood that his interest is con- 
fined to that of attorney in securing the 
charter. 








Announce Pa. Congress Speakers 


HARRISBURG, PA. — Harry T. 
Wright, Equitable Society, Chicago, 
vice-president National Association of 
Life Underwriters; I. S. Kibrick, New 
York Life, Brockton, Mass., and Ernest 
H. Wilkes, vice-president Metropolitan 
Life, will address the sales congress of 
the Pennsylvania Association of Life 
Underwriters here May 4. All are well 
known and effective speakers and have 
been much in demand at sales con- 
gresses all over the country. Richard E. 


Myer, Harrisburg, is sales 


chairman. 


Nashville Group Launches 
Witherspoon Candidacy 


NASHVILLE—The Nashville Asso- 
ciation of Life Underwriters by unani- 
mous resolution proposed to the nomi- 
nating committee of the National 
Association of Life Underwriters the 
name of John A. Witherspoon, Nashville 
general agent John Hancock Mutual 
Life, for vice-president of the National 
association. He is now a trustee and 
chairman of the general agents and 
managers section. 

Mr. Witherspoon was a candidate for 
vice-president last year, being defeated 
by Harry T. Wright, Equitable Society, 
Chicago. Ray Hodges of Cincinnati, 
Naticnal association secretary, in his 
announcement that he would not be a 
candidate for vice-president this year, 
spoke of Mr. Witherspoon as a strong 
possibility for the post. 


congress 








Metropolitan Convention 


to Run Week of April 15 
NEW YORK—Metropolitan  Life’s 


managerial convention will this year 
occupy an entire week, opening Monday 
April 15 and closing with the annual 


banquet Saturday 7, at which 
speakers will be Chairman F. H. Ecker 
and President L. A. Lincoln. Last year 


the meeting occupied four days on ac- 
count of Metropolitan Life day at the 
New York World’s Fair but before that 
the conferences ordinarily lasted only 
three days. 





State Mutual Meeting 


Fourteen general agents and super- 
visors, representing a number of the At- 
lantic seaboard agencies of the State 
Mutual Life, met in New York City for 
a one day meeting on agency building 
plans. This is the first of a series wihch 
will eventually cover middle and far 
western agencies. Stephen Ireland, vice- 
president, and R. H. Denny, director of 
agencies, represented the home office. 


L. O. M. A. Examinations May 6-10 


NEW YORK—tThe L. O. M. A. In- 
stitute of the Life Office Managers As- 
sociation will hold its annual examina- 
tions May 6-10. Advance figures indi- 
cate 2,991 students will write 5,646 ex- 
aminations this year. Candidates repre- 
sent 116 member companies, 17 non- 
members, 10 fraternal associations and 
several state insurance departments, col- 
leges and universities. All the statistics 
show a substantial increase over any pre- 
vious year. 


Mitchell in Personal Work 


SAN FRANCISCO—J. M. Mitchell 
has resigned as assistant manager of the 
the northern California agency of the 
Fidelity Mutual Life and will devote 
himself to personal production with 
headquarters in Oakland. 

He has been assistant under W. J. 
Arnette, manager, since 1932 and 1s 
widely known for his educational activi- 
ties and success in agency development. 
He has also been active in organization 
affairs, serving at present as vice-presi- 
dent of the San Francisco Life Under- 
writers Association and chairman of the 
San Francisco General Agents & Man- 
agers Association. 











State Mutual—Recording in March its 
largest paid business volume, with the 
exception of one month, since January, 
1939, it showed a gain of 44 percent 
over March, 1939, and raised its gain 
in paid: business for the first three 

months to approximately 11 percent. 

The gain was distributed over most 
of the agencies, 78 percent showing an 
increase over their production over 
March a year ago. A survey of the in- 
dividual agency production figures 
shows that every one of the first 10 
agencies listed a gain over March, 1939. 




















April 5, 1940 


LIFE INSURANCE EDITION 








Sales Ideas and Suggestions 











Sales Strategy Brought 
Out by Big Producers 


MIAMI BEACH, FLA.—The Quar- 
ter Million Dollar Club of the Penn 
Mutual Life held an educational con- 
ference here and many points of interest 
were brought out that will benefit life 
insurance salesmen. 

Sixty agents qualified by 
at least $250,000 in 1939. Home office 
men, 39 general agents and wives of 
qualifiers brought the total attendance 
up to 166. 

The home office delegation was led 
by President John A. Stevenson. Rep- 
resenting the agency management were 
Vice-president Alexander E. Patterson, 


paying for 


Wallis Boileau, Jr., second vice-presi- 
dent, and E. Paul Huttinger, agency 
secretary. 

Vice-president Malcolm Adam and 
Charles Cornell, assistant supervisor, 
came from the underwriting depart- 
ment, and Samuel B. Scholz, Jr.. medi- 


cal director, was there with Dr. John T. 
Eads. Robert Dechert, counsel, was 
present, also M. Louis Johnson, head 
of the Penn Mutual’s research. 

Mr. Patterson opened the conference. 
Osborne Bethea, New York general 
agent, and president of the Penn Mu- 
tual Agency Association, was chairman 
of the first session and Edward L. 
Reiley, co-manager Philadelphia agency, 
presided on the second day. 

E. C. Miller of the Denver agency 
seldom pays for less than 130 lives a 
year for a sizable volume. He was sec- 
ond among the Penn Mutual producers 
in paid lives last year. He spoke on 
prospecting, saying that it forms 90 per- 
cent of the business. He aims to learn 
who is the best friend of his friend. He 
can talk readily with individuals who 
are friends of his friends. They have 
the same problems, earn about the same 
salary, own the same kind of a home. 
He said that he has worked almost en- 
tirely through numerous centers of in- 
fluence, never once failing in trying to 
make every policyholder a prospect 
finder. Everyone likes to talk about 
himself, he added. He endeavors to 
give the prospect the impression that he 
thinks he is a very fas cinating sort of a 
man. 


Fireside Selling of Insurance 

George A. Knox is one of the top 
life writers in New York. He is con- 
nected with the Saunders agency there. 
In 1934, his second year in the business, 
he paid for $350,000. He closes over 
100 cases per year. He told about sell- 
ing the prospect in the home. His aver- 
age policy is about $4,000. The con- 
vertible income makes up a larger part 
of the policies he sells. Salaried peo- 
ple have a reluctance at times to talk 
to a salesman during business hours. 
Therefore, the home is the most logical 
place for him to discuss pro and con, 
and at ease his life insurance require- 
ments or problems. Mr. Knox said that 
90 percent of the names of his pros- 
pects are secured from men who have 
bought policies from him. He usually 
gets these names when he delivers the 
policy. The first approach that he 
makes to a new prospect is by telephone. 
They are made on Monday nights from 
his office as most people are at home 
Monday nights. Furthermore, it gives 
the agent the opportunity of making the 
date within that week. He has found 
that appointments made beyond a week 
are sometimes forgotten by the pros- 
pects. Sometimes an appointment is 
made for more than a week in advance. 

He calls the prospect’s wife on the 


day he is due to remind her that he has 
an appointment that evening. His rea- 





son for calling the wife rather than the 
prospect is to eliminate the possibility 
of a postponement. He tries to make 
the home interview somewhat of a so- 
cial visit. Children are always a fine 
topic of conversation. Mr. Knox says 
that he always comments about the 
home, talking about the type of con- 
struction, heating system, etc. These 
generalities, he said, are preliminary and 
it is essential to build a warm associa- 
tion and a closer relationship. 

First he asks for all the family poli- 


cies. He usually selects his own table, 
either the dining room or kitchen. He 
said it is often surprising how the 


kitchen breaks down any formality and 
places everyone at ease. He always 
suggests a table to work on. He wants 
to present any visual sales plan that he 
has and the table, therefore, is the most 
suitable place. Mr. Knox makes a 
quick audit of the insurance the pros- 
pect has. 


Spending Time with the Prospect 


Throughout the presentation he man: 
ages to get enough affrmative answers 
to his ideas from both husband and 
wife. It is very important, Mr. Knox 
said, that the agent present the plan in 
such a way that the prospect will feel 
that he is buying it and not being sold. 

No doubt, Mr. Knox said, he spends 
a great deal of time with a prospect and 
some of his friends who know how he 
works have had fun with him about it. 
But at whatever time he leaves a pros- 
pect the job has been completed on the 
first call. While he does spend more 
time than usual with a prospect, this 
gives him an opportunity for the pros- 
pect to know him better. He said that 
the value of association with groups of 
men at social functions has helped him 
greatly. 


Laramore Talks on Closing 


Walker Laramore of the J. B. Web- 
ster agency in Florida entered the busi- 
ness in 1933, and in 1938 his paid-for 
business exceeded a third of a million. 
He dwelt on closing. He said that the 
moment the approach ends the inter- 
view begins and then comes the close. 
He said the close is a part of the whole 
presentation and the agent must work 
toward it all the time. The psycholog- 
ical moment, he continued, has been 
discussed a great many times but he 
couldn’t say that there is a psycholog- 
ical moment. After closing a case he 
could not tell what the actual time it 
was closed. The whole interview, he 
thinks, is part of the close. There are 
times when the agent asks his prospect 
to say “Yes” or answer a question and 
then let him close, but the psychological 
moment theory is misleading, he adds, 
and salesmen too often ask the prospect 
to say “Yes” before they have presented 
all the facts, which is usually disastrous. 
The time to close, he said, is after the 
presentation and the agent is sure that 
it has been sound and all the objections 
have been answered. 

Mr. Laramore does not believe it is 
his duty or job to force a decision or 
use high pressure in getting the sig- 
nature or pressing the prospect to say, 
“Yes.” He desires to get the prospect 
to present the picture of his needs or 
his objections in such a manner that the 
agent can give him such a clear picture 
of his needs that he feels he must do 
something about it. In getting the pros- 
pect to present this picture, the agent 
must first get his confidence; next, 
never lose sight of his needs; stir his 
emotions; never hesitate in presenting 





his picture to him, and lastly expect him 
to buy. 

He asserted that facts and figures 
have a definite place in the presentation 
and after the agent has answered with 
them the questions that are in the pros- 
pect’s mind he can start to stir his emo- 
tions by motivation. If at any time the 
agent is afraid his prospect will not buy, 
he has not made a thorough and con- 
vincing presentation. In any interview, 
Mr. Laramore said, he tries to move 
from point to point and answer all 
questions without hesitation and to the 
point, all the time trying to help his 
prospect to come to a decision. 

It is because that agents fall down on 
so many of the other steps that closing 
becomes hard, he declared. Some agents 
try to show a man a solution of some 
problem before he has ever shown him 
a problem of his that needs solving. 


Talks on Preliminary Interview 


J. C. Krause of Lansing, Mich., 
jcined the agency in 1935 and has been 
a consistent top writer from the start. 
He dwelt on the preliminary interview 
with the prospect. Mr. Krause attempts 
to convince people that he is the busiest 
man in his locality. He has purposely 
tried to create this impression by ap- 
parently being busy all the time. He 
said it may not be entirely what an 
agent says during the preliminary inter- 
view but the manner in which he says 
it that determines whether or not a 
sale is to be effected. If an agent is 
sincere, if he has the knowledge or can 
get it and make his prospect realize this, 
the manner of presentation may be the 
strongest point in selling an interview or 
an appointment to present recommenda- 
tions. It seems to him that in many 
cases the preliminary interview is actu- 
ally the major part of the sales work 
with the prospects. His prospects are 
approached with the belief that without 
question he may obtain an appointment. 
Mr. Krause’s job is to determine 
whether or not he wants the ap- 
pointment. He does not try to hide his 
mission. ‘Fhe first thing that the pros- 
pect is told is the nature of the busi- 
ness of the caller. If Mr. Krause finds 
that his prospect can save any more 
money toward his life insurance pro- 
gram he arranges for an appointment. 
If not, he passes him up for someone 
else. 


Qualifying the Prospect 


It has been his experience that often 
the man from whom it is most difficult 
to worm out the fact that he can save 
$10 a month more is the man who buys 
with least objection when the proposi- 
tion is presented. Mr. Krause believes 
that if the agent carefully qualifies the 
prospect and then accepts an appoint- 
ment, he has already made a good 
portion of the sale. He divides his pros- 
pects in one of three classes before ap- 
proaching them, depending on what he 
knows about their age, financial and 
family situatign. 

In the first class are those where he 
calls with reference to taking their poli- 
cies and asking for an opportunity of 
making a complete program for them. 
He either gets all the information nec- 
essary to make a program or makes an 
appointment to get the information. 
Then after completing the work and 
making out the illustration he calls for 
another appointment to try to close the 
sale. 

The second group of prospects are ap- 
proached with the idea of making a 
package sale, incorporating only the 
simplest settlement clauses. 

The third is used in talking with 
young men who appear to be success- 
ful and sometimes own a _ substantial 
life insurance estate. To analyze the 
preliminary interview, he approaches his 
prospect with a definite idea for him. 





He has tried to enhance his prestige in 


his prospect’s eyes by using the names 
of centers of influence and demonstrat- 
ing that the agent may be of real serv- 
ice to him. He has very definitely quali- 
fied him and knows that if an interview 
is arranged he will have at least one out 
of three chances of selling him. He has 
obtained information and has made a 
future appointment to present recom- 
mendations. 


Self Organization Desirable 


Harry R. McCoy of the home office 
agency in Philadelphia completed last 
year his seventh year in second place in 
volume of paid for business with over 
$500,000 to his credit. He found that 
25 percent of his business is sold by 
his centers of influence. He spoke on 
self organization. He states that to do 
his job well it is vitally important that 
an agent understand a great deal about 
other people, put himself in their place, 
try to think as they do, try to see their 
problems, try to understand their view- 
points regarding every conceivable sub- 


ject and their personal likes and dis- 
likes, try to feel as they feel. 
In organizing himself he told how 


he looks ahead. To start March he be- 
gins planning approximately the middle 
of February. He has his age change 
file typed up. He must get his “hot” 
prospects typed for the month. He 
wants the new names that he hasn’t yet 
called upon. He desires his old policy- 


holders that he wants to call on also 
typed. His centers of influence, his 
prospect bureau leads, his direct mail 


and luncheon file are all brought before 
him. These names on eight different 
sheets comprise his calls for the month. 
He must make a proposal for each man 
on whom he intends to call. The job 
of telephoning begins tot get a fresh 
group of appointments for the month 
and then letters are sent out confirm- 
ing these appointments. 


Prepare Himself for the Month 


Finally the agent must prepare him- 
self for the month. He has his’ first 
week posted and it is completed Friday 


or Saturday. Telephoning is done and 
letters are written and names are 
checked as each appointment is made, 


so that while he is planning one week 
he finds a skeleton of the following 
week being made. These are definite 
appointments and all others must fit in 
with the definite ones that have already 
been made. The rest of the week must 
revolve around definite appointments. 
However, he said, the most important 
thing about planning is a reserve list. 
The lack of enough people with whom 
appointments can be made, he said, con- 
stitute the greatest handicap. The tre- 
mendous let down feeling that occurs 
after a broken appointment, he asserted, 
is the one thing that defeats an agent. 
To follow through a great reserve of 
calls on prospects often means a great 
reserve of proposals and ideas that can 
be used for selling or for center of in- 
fluence work. This means, he said, con- 
sistent driving. 
All Are Selling Interviews 

Mr. McCoy said it is his definite be- 
lief that the sale or close is completed 


in the prospecting and first interview. 
There is no different interview, he said. 


All are selling interviews from his 
standpoint. 
Mr. McCoy might call on a man, 


spend half an hour with him and then 
ultimately he would be told that the 
prospect could not pass a medical exam- 
ination. Mr. McCoy said that after 
spending time to give to this man he 
aims to make some constructive use of 
this uninsurable man. The approach 
work, he said, can be done to a large 
extent over the telephone. Appoint- 
ments can be made by that way. The 
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technique is very easy. It takes a lot 
of confidence but there are no trick 
ways and methods to make the ap- 
proach. A plain direct approach is very 
effective as long as the agent has plenty 
of confidence backing him, Mr. McCoy 
said. In life insurance Mr. McCoy finds 
ingenuity and the use of programming 
as sales tools part of the window dress- 
the use of color and charts, the use 


ing, 
of terms that compare with the pros- 
pect’s own business terms. It is Mr. 


McCoy’s belief that much of the success 
in selling life insurance depends on the 
agent’s knowledge of the other man’s 
business. 

Mr. McCoy believes that there is very 
little need for complicated programs un- 
less the agent is an expert. The agent 

should be able to make everything 
finally so clear to him after having him 
befuddled that he thinks the agent is 
the “tops.” Mr. McCoy thinks it is 
possible to sell better and bigger cases 
by beginning in a very simple way and 

ending in a simple way. 


Most Interesting 1939 Case 


W. Stewart of the Pittsburgh 
led the entire force in 1937 and 
1939 in volume. He cited his most in- 
teresting case in 1939. It combined a 
variety of problems seldom encountered 
in a single case. In the first place. the 
man’s insurance was not programmed 
and he resisted a discussion of the mat- 
ter. Next, he was a large bond pur- 
chaser, had little knowledge of insur- 
ance and was very stubborn about his 
own ideas. Next, he was very much 
opposed to fixed obligations such as an- 
nual premiums. F ourthly, he had a very 
close friend in the insurance business. 


G. 
agency 


Mr. Stewart discovered, during the sec- 
ond interview, that this friend would get 
the insurance unless there was a wide 
margin between figures. He showed 
the prospect the type of survey which 
he prepared for his policyholders and 
then proceeded, saying that he had con- 
ducted a survey among business men 
and had asked them this question: 

“What do you want in the way of an 
ideal financial plan of life?” 

He boiled down the answers into five 
headings. They all agreed, he said, that 
first, they had to take care of their pres- 
ent needs, food, clothing and _ shelter. 
Second, they all wanted a guaranteed 
income at retirement. Third, they 
wanted protection in case of disability. 
Fourth, they wanted a guaranteed emer- 
gency fund. Fifth, they wanted a guar- 
anteed income for their families in the 
event of death. The prospect agreed 
that he could save from $1,000 to $5,000 
a year more but that most of it would 
come from a bonus which he might or 
might not get. On this basis Mr. Stew- 
art worked out the program. 

Felix U. Levy and Harry Phillips, Jr., 
Engelsman agency, New York City, pre- 
sented a new visual sales plan, illustrat- 
ing their points with charts. 

Denis B. Maduro, counsel Life Under- 
writers Association of New York, spoke 
on “Estate Building,” covering legal as- 
pects and wills. 

Mr. Patterson was chairman of the 
last session at which W. N. Hiller and 
Harry G. Walter, Stumes & Loeb 
agency, Chicago, presented a playlet, 
“The Spring Clinic of 1940,” with a cast 
of 22. 

Vice-president Adam gave a picture of 
insurance in action by narrating 
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numerous cases drawn from claim and 
settlement experiences. He was assisted 
by Charles H. Smith, Philadelphia 
agency, and Arthur W. Swain, who used 
a questions-and-answers method of pro- 
viding interludes. 

President Stevenson closed the con- 
ference with a talk on “Penn Mutual 
Management.” 

A survey of the 60 members of the 


1940 Quarter Million Dollar Club 
showed that they came from 17 States. 
Their average age is 43, and the average 
number of years’ service with the com- 
pany is 114. Their total production dur- 
ing 1939 was $22,502,848, which made an 
average of $375,047 sales on 79 liv es per 
member. This volume represented 16 
percent of the company’s 1939 produc- 
tion. 








General Agent Analyzes 
Buildup on a Big Case 


In the New York City Life Under- 
writers Sales Congress, H. F. Gray, gen- 
eral agent Connecticut Mutual in that 
city, participated in the senior panel. 
In citing a case where he had helped an 
agent, he said: 

“The case was a prospect whose 
wealth was estimated at many million 
dollars. He had profound legal knowl- 
edge, having once been a corpora- 
tion counsel of one of the large indus- 
trial corporations. He was chairman 
of the board and owned many thousand 
shares of its stock. His income was 
over $300,000 per year. He owned over 
$2,000,000 of life insurance. 


Asks Course to Pursue 


“One of our agents came into my 
office with a letter of introduction to 
this man and gave me the information I 
have just given you, with the question: 
‘Mr. Gray, what must I say to him?’ 

‘‘That is quite a question. I believe 
one of the most important questions 
every life salesman should ask himself 
and secure an answer before he makes 
an interview—no matter how large or 
how small the case may be. 

“To help this agent decide what he 
should say, my first thought was to find 
out who the agent was that placed most 
of the insurance on this man’s life. If 
he was an agent well-versed in the busi- 
ness, I would be certain that a complete 
audit had been made; insurance for 
taxes had been provided; trusts had been 
discussed and possibly established; busi- 
ness insurance had been dicussed and 
provided for. 


Some Information Gotten 


“If the agent was not well-posted on 
these subjects, we could approach him 
along these lines. We found that his 
insurance man was one of the best. I 
knew his work and felt that he was well- 
posted on audits, taxes, trusts, and busi- 
ness insurance, so we decided to leave 
that type of selling to him. We found 
that the prospect had a wife and three 
daughters and that they would possibly 
inherit much more money than would 
be necessary for their standard of liv- 
ing. 


Sketch of the Interview 


“T will try to give you the interview 
that secured this order for $926,000 of 
additional insurance, which was all that 
could be secured at that time. An or- 
ganized sales plan was prepared and 
written out in detail. Then it was re- 
hearsed day after day, until we were 
convinced that we had it complete. An 
appointment was made through the sec- 
retary and the agent handed Mr. X his 
letter of introduction: 

“‘*Mr. X, you are a very busy man. 
Your duties require most of your time. 
You work long hours. You take long 
trips when I know you would like to be 
enjoying your home and your family. 
The income that you receive from your 
investments must be much more than 
you and your family can spend and 
enjoy. Therefore, it must be a fact 
that this tremendous effort which you 
are putting forth every day is to earn 
more money for someone else. I as- 
sume you are working primarily for 
your three daughters. 

“*You know the safety of a life insur- 
ance trust where funds are mingled with 


the entire assets of the life company. ] 
want to ask you just one question. 
Where can you invest $50,000 each year 
to better advantage than in the purchase 
of $1,000,000 of life insurance to provide 
a monthly income for your three daugh- 
ters during their respective lives under 


all circumstances? 
“*VYou have endeavored to provide 
amply for them from outside sources, 


and I trust you will succeed, but know- 
ing that the best of plans go awry, I 
want you to buy this $1,000,000 policy, 
that it might serve as the very last line 
of entrenchment between your three 
daughters and want. Other properties 
which they may have, they may lose; 
but these policies can be so framed 
that no one—not even your daughters 
themselves—could deprive them of the 
monthly income provided. 

“*My question, Mr. X, is where can 
you invest $50,000 each year that will 
provide a trust for $1,000,000 as safe as 
life insurance, and be as certain that 
the income will be ready to act as a 
last line of entrenchment between your 
daughters and want?’” 








Conventions 


April 11-12—Life Advertisers Asso- 
ciation, Southern Round Table, annual 
meeting, Jung Hotel, New Orleans. 

April 15-16—-Insurance Accounting & 
Statistical Association, annual meeting, 
President Hotel, Kansas City, Mo. 

April 22-27—Accident & Health 
surance Week. 

April 29-May 2—U. S. Chamber of 
Commerce annual meeting, Washington, 

S.. 





In- 


‘May 2-3—Life Office Management As- 
sociation Special Conference, Hotel New 
Yorker, New York. 

May 6-7—Insurance Division, American 
Management Association, Hotel Tray- 
more, Atlantic City. 

May 8-9—Life Advertisers Associa- 
tion, North Central Round Table, Neth- 
erland Plaza Hotel, Cincinnati. 

May 15-17—Industrial Insurers Con- 
ference, annual meeting, George Wash- 
ington Hotel, Jacksonville, Fla. : 

May 16-17—Bureau of Personal Acci- 
dent & Health Und., Claridge Hotel, At- 
lantic City. 

17-18—TIllinois 
Life Underwriters, 
Springfield, 11]. 

May 23-24—American Institute of Ac- 
tuaries, Edgewater Beach Hotel, Chi- 
cago. 

May 27-28—Association of Life Insur- 
i Counsel, Homestead, Hot Springs, 

a. 


Association of 
annual meeting, 
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¢ RECENT COURT DECISIONS 











Alliance Lite Wins 
2 Cases Involving 
Peoria Life Deal 


The Illinois appellate court, second 
district, recently handed down decisions 
in two cases arising out of the failure of 
Peoria Life and the reinsurance of its 
business by Alliance Life. One decision 
involved payment of commissions to old 
Peoria Life agents and the other in- 
volved liability under a reinsurance con- 
tract. Both decisions were favorable to 
Alliance Life. 


Claim Commissions 


In People ex rel.’ Palmer, vs. Peoria 
Life (in re Harwick et al., vs. O’Hern, 
receiver, et al.) several former agents 
of Peoria Life contended that they are 
entitled to continued commissions inas- 
much as the policies issued by Peoria 
Life were reinsured by Alliance Life 
under a contract made between the re- 
ceiver and that company. They con- 
tended that they acquired vested prop- 
erty rights in regard to commissions as 
of the date of the issuance of the policy. 
The receiver and Alliance Life, how- 
ever, contended that the agent’s con- 
tracts with Peoria Life were terminated 
as of the date of liquidation, that Alli- 
ance Life is not a de facto successor to 
Peoria Life and that the contingency 
of termination by failure or dissolution 
of the company was one of the under- 
stood conditions of the contract. The 
appellate court affirmed the disallowance 
of claims as against Alliance Life. 

The claims that were filed with the 
receiver were those by Margaret Har- 
wick as assignee of Hugh E. Van De- 
Walker; Fidelity & Deposit, assignee 
of George C. Berra, T. A. Curnow, 
Thomas E. Rogers, E. B. Seidel, C. H. 
DeLong and W. H. Logan. 

Five of the agents’ contracts were 
terminated prior to the receivership and 
only two were in effect Nov. 15, 1933, 
the date when O’Hern was appointed 
receiver. 

Counsel for the agents contended that 
although the Peoria Life receivership 
started out as a simple liquidation, the 
efforts of the receiver in getting the 
policyholders reinsured in Alliance Life, 
changed the proceedings to a reorgan- 
ization proceeding. 

The court, however, held that none 
of the provisions of the reinsurance con- 
tract obligates Alliance Life to pay 
agents for any services they may have 
rendered Peoria Life. 


Pioneer Life Case 


In Pioneer Life vs. Alliance Life, 
there was involved the reinsurance by 
Peoria Life of $24,000 on the life of Dr. 
Joseph Marzano on July 12, 1932, under 
a policy issued by Pioneer Life which 
was formerly known as Rock River Val- 
ley Insurance Company, an assessment 
concern. That reinsurance was effected 
under an automatic reinsurance agree- 
between Pioneer Life and Peoria 

ife 

When Peoria Life became insolvent, 
Pioneer Life applied to American Cen- 
tral Life for reinsurance. About a 
month after the reinsurance of Peoria 
Life in Alliance Life Dr. Marzano died. 
Pioneer Life paid the face of the policy 
and then sought to recover from Alli- 
ance Life under its reinsurance deal with 
Peoria Life. The trial court held in 
favor of Pioneer Life but the appellate 
court found that by obtaining reinsur- 
ance with American Central, Pioneer 
Life terminated all reinsurance rela- 
tionship with Peoria Life, so that when 
Alliance Life agreed to reinsure Pe- 
oria Life, Pioneer Life was no longer 
a policyholder in Alliance Life, but was 
simply a creditor as to claims previously 
accrued. 


Two Efforts to 


Rescind Annuities 
Are Defeated 


An effort on the part of an annuitant 
to have his annuity rescinded atter a 
period of six years, pecause the dividend 
estimates cited by the soliciting agent 
proved excessive, met with dereat in a 
decision of the United States circuit 
court of appeals for the third circuit. 
‘The case was Herman vs. Mutual Lute. 

Herman purchased in May of 1932 
for a single premium ot $60,145 an an- 
nuity certain followed by deferred lite 
annuity. The agent had _ presented 
Herman with a complicated table ot fig- 
ures and a textual explanation. ‘ihe 
table showed Herman how he could 
withdraw $300 a year for 19 years 
(duration of the annuity certain) to 
augment his guaranteed income of 
$3,300 and still be able to include in his 
coverage a five year retirement income 
contract to begin at age 64. These 
withdrawals were to be made from the 
dividends and the dividend amounts 
were set forth in a column under the 


caption, “Income from dividends per 
1932 scale.” ie 
At the end of six years, Herman 


found that he had received $2,180 in 
dividends as compared with $4,412 that 
were set forth in the prospectus. 


New Contract Is Perfected 


Herman got in touch with Mutual 
Life and on Sept. 16, 1938, a new con- 
tract was perfected. The first policy 
was canceled and there was issued a 
new deferred life annuity policy and 
Herman was paid $32,892. The new 
policy did not contain the annuity cer- 
tain provision. 

The court held that statements as to 
accumulations, dividends, surplus, etc., 
made in the scale of life insurance are 
merely illustrations or estimates and 
their subsequent inaccuracy is no 
ground for redress. Erroneous asser- 
tions of future fact are not actionable 
in the absence of a showing of knowl- 
edge of falseness. In 1933 Herman’s 
dividend was less than the estimate and 
yet he waited five years before demand- 
ing and receiving his presumably more 
satisfactory policy. A mutual company, 
the court stated, must make calculations 
based on certainty and overhanging 
rescissions are not conducive to stabil- 
ity. Dividend is a widely known tech- 
nical term and is relative to problem- 
atical earning and not absolute to the 
payment of fixed sums. The public 
policy is against relief from the trans- 
action. 

The assured also contended that the 
new deferred annuity policy lacked 
technical validity. This suggestion, ac- 
cording to the court, emanates from no 
grievance of client but rather from in- 
genuity of counsel. The assertion was 
made that the new policy did not receive 
formal approval from the Pennsylvania 
insurance commissioner. It is not sug- 
gested, however, that the policy offends 
against the substantive prescription of 
the statute. There is nothing to show 
that the “commissioner’s blessing 
would not have been conferred as of 
course or even that it could have been 
legally withheld.” 

“No stretch of our legal imagination 
can torture this circumstance into a 
new policy.” 


ANOTHER THEORY IS EXPLODED 


Another effort to rescind an annuity 
was terminated unsuccessfully in a de- 
cision of the supreme court of Minne- 
sota. The case was Bates, Admnx, vs. 
Equitable Society, et. al. In 1935, 
Equitable Society issued a life annuity 
contract whereby in consideration of 
$1,500 it agreed to pay Alice H. Knudt- 


son quarterly during her lifetime $26.98, 
beginning with Jan. 25, 1936. She died 
Jan. 15, 1937. The administratrix con- 
tended ‘that the annuity is a “security’ 
or “investment contract” as defined by 
the blue sky law of Minnesota and 
should have been subject to its provi- 
sions; that not having been registered 
and approved, its issuance was contrary 
to law and that the administratrix is en- 
titled to recover the consideration paid 
less the amount received during an- 
nuitant’s lifetime. 

The supreme court held that an an- 
nuity contract, authorized by statute to 
be issued by a life company, is not a 
“security” of the sort dealt with by the 
blue sky law and so is not subject to 
the administrative powers of the secur- 
ity commission. 

It is perfectly clear, the court stated, 
that the basis upon which the promised 
payments were to be met is founded 
upon actuarial computation based upon 
the experience furnished by authentic 
mortality tables. Neither annuitant nor 
insurer could know as a matter of cer- 
tainty when the annuitant would die. 
She was 63 years of age when the con- 
tract was made. Her life expectancy 
was 17.12 years. She might die soon 
after issuance of the contract but there 
was also a fair chance she might live 
many years beyond her expectancy. The 
contract is one having at least many 
things in common with what is com- 
monly known as policy risks. No effort 
has ever been made by the securities 
commission to exercise authority in 
nullification of the new policy.” 





Change of Beneficiary by 
Will Is Held Invalid 


An attempt to effect a change in 
beneficiary by will, without notifying 
the insurer was held by the Michigan 
supreme court to be invalid in Aetna 
Life vs. Mallory et al. 

C. Franklin was insured under a 
group policy that was issued to Camp- 
bell, Wyant & Cannon Foundry Com- 
pany of Muskegon, Mich. Ruth Mae 
Franklin, niece, was designated bene- 
ficiary in the certificate. 

During December, 1937, Franklin was 
suffering from tuberculosis and was at 
the home of Edith Elland. During that 
month he executed a will wherein he 
attempted to leave $350 of the policy to 
Edith Elland for kindness in providing 
a home for him during his last illness. 
The will and certificate of insurance 
were given to Edith Elland. The lower 
court held that Franklin because of his 
sickness was unable to comply with the 
terms of the policy as to the method 
of changing beneficiaries and that the 
change by will should be held effective. 
Franklin died 10 days after executing 
the will. 

The higher court cited the general 
rule that where the contract outlines a 
method of changing the beneficiary and 
the assured had ample time to comply 
with the contract, an attempted change 
of beneficiary by will was ineffective. 
The higher court said there was no in- 
tention on the part of Franklin to de- 
liver or have delivered any notice to 
the insurer of his intention to change 
the beneficiary during his liftime. It 
was his intention that the change in the 
beneficiary would only become effective 
upon his death. Hence, the decree of 
the trial court is reversed. 


Renewal Commission Dispute 


Julia S. oe a daughter and sole 
heir of Louis A . Simons, who died in 
1933 and for many years had been gen- 
eral agent in Kansas City for American 
Central Life, was granted recovery 
against American United Life in a dis- 
pute over renewal commissions, by the 
United States circuit court of appeals for 
the eighth circuit. The commissions in 
dispute were on life insurance written by 
the agency of Louis Simons during the 


last year of his life, where the second 
year’s premiums were paid after his 
death. American United contended that 
such insurance, by the terms of the so- 
called “life service bond” given by Amer- 
ican Central was not to be used in com- 
puting the amount of renewal commis- 
sions due Julia Blackhurst as_benefi- 
ciary. 


Wrong Answer, But No Fraud 
Beneficiary Wins Suit 

Despite the fact that the assured, in 
applying for a policy, wrongfully stated 
that she was not pregnant, the Texas 
court of appeals has held against the 
insurer in National Life & Accident vs. 
Castillo. 

Vera B. Castillo was the assured. She 
died less than seven months after the 
date of the application from complica- 
tions resulting from pregnancy and 
childbirth It is undisputed that she 
made the statement disclaiming knowl- 
edge of her condition to the examining 
physician, but the evidence was con- 
clusive if not undisputed to the effect 
that she had not before known she was 
in that condition but that her condition 
was discovered by the insurance com- 
pany’s physician. The company was 
later advised of the situation and it is- 
sued the policy for $500, one-half of 
the amount applied for and at a higher 
rate. The court held that there was an 
absence of any fraud on the part of the 
assured. 

Illicit Relations No Bar 

The fact that the beneficiary named 
in a policy was not a cousin of the as- 
sured, as stated in the policy, but had 
had meretricious relations with him and 
had posed as his wife, does not defeat 
the right of that beneficiary to recover, 
according to the federal court for the 
western district of Pennsylvania in 
General American Life vs. Sutch, et.al. 

The assured was D. H. Staats under 
a group policy issued to the Federal- 
Postal Employes Association of Den- 
ver. The beneficiary was Anna Sutch. 
Staats died Dec. 9, 1938. His widow, 
who resides in Charleston, W. Va., 
claimed the proceeds, but the court held 
that her claim is groundless, The 
court relied on the case of Equitable 
Life of Iowa vs. Cummings, et. al., 4 
Fed (2d) 794 (3 Ct.). The court held 
that the assured has the right to make 
a policy upon his life payable to whom 
he desires, that also, evidence of illicit 
relations between assured and the bene- 
ficiary was properly excluded. 








Insurer Loses Suicide Case 


The suicide issue was decided in favor 
of the beneficiary by the Georgia court 
of appeals in Hall vs. Progressive Life. 

Mrs. Margaret Hall, the beneficiary, 
contended that her husband died as a 
result of accidental drowning, that he 
fell from the bridge across the Oosta- 
naula river at Fifth avenue in Rome, Ga., 
whereas Progressive Life contended 
that the insured leaped from the bridge. 

A witness testified that he saw the 
assured fall from the bridge and it ap- 
peared that he was asleep at the time. 
There was testimony that the assured’s 
health was all right and that he had no 
known troubles. One witness, testify- 
ing for Progressive Life, said just 
before the assured went off the bridge, 
he said, “Tell my friends all good-bye.” 

At the conclusion of the evidence, the 
judge in the lower court didected a ver- 
dict for the insurer. 

A jury, according to the higher court, 
could have drawn an inference that the 
assured did not intentionally drop from 
the bridge but that he got drowsy and 
could have slipped from the bridge. The 
evidence was sufficient, therefore, to 
authorize the finding by a jury that the 
assured met his death by accident. 








A large crowd attended the annual caravan meeting at San Diego, Cal., arranged 
by the Life Underwriters Association of Los Angeles. W. J. Stoessel, National Life 
of Vermont, was chairman, and Leon A. Soper, Equitable Society, Los Angeles, 
president, accompanied the party. 

Reading from left to right of those standing—Joseph Charleville, executive secre- 
tary Life Insurance Managers Association, Los Angeles; Lara P. Good, national com- 
mitteeman, San Diego; G. H. Page, state executive committeeman, Los Angeles; 


oa” 


San Diego; John W. Yates, national trustee, Los Angeles; John Goodwin, president, 
San Diego; Mr. Stoessel; Henry G. Mosler, chairman Million Dollar Round Table, 
Los Angeles; Robert Sanders, member Million Dollar Round Table, Los Angeles; 
Mr. Soper; J. Roy Chafe, secretary-treasurer, San Diego; J. N. Beardon, member 
Million Dollar Round Table, Los Angeles; Marvin Sherman, member Million Dollar 
Round Table, Los Angeles, and fourth to the right, Albert E. Payton, president Life 
Insurance Managers Association, Los Angeles. 


G. C. Janney, vice-president and chairman general agents and managers section, 


On April 13 the 
Bankers Life of Des 
Moines will dedicate 
its handsome new 
home office building, 
climaxing a three day 
housewarming and 
60th anniversary school 
of instruction. Pres- 
ident Gerard S. Nollen 
will be in charge of 
the dedication exer- 
cises. 











Wm. J. Sheehy of Portland was the 
leading producer for 1939 of all com- 
panies doing business in Oregon, and as 
the leading producer, he now holds the 
volume leader cup annually presented 
by the Life Managers’ Association of 
Oregon. 


President A. A. Rydgren (left) officiated at the laying of 
the cornerstone for the Continental American Life’s new 


home office building in Wilmington. Gerald M. Doherty 
(center), Bostor. general agent, laid the cornerstone; and 
Murray April, associate general agent in the Hancel agency. 
New York, assisted. Two others also won the privilege of 
assisting but were unable to attend: George J. Ainbinder, 
Newark, general agent, and David Moskowitz of the same 
agency. 
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